


Three Dollars a Year 


Age 


A Barrow packed in a carton. Pro- 
Af SE tected from damage and dirt. Cheaply 
stored, handled and delivered. he 
complete Barrow is within the tray. 


al IX SCIENTIFICALLY designed wheelbarrow of greater 
ral strength and more attractiveness. Designed for hone use 

ZXiBS) it has the same capacity as other garden barrows. Its 
load is so balanced over the wheel, that with a 200 pound load, 
only 36 pounds comes on the handles. As suitable for operation 
by women, or even children, as it is by gown men. 






Wal? 


Founded 1855 





» Equipped witha 
self-oiling wheel. 
Painted red 
and black and 
Varnished. 
Weight 54%, Ibs. 
Size over all 
23 inches wide, 


50 inches long, 
24 inches high, 
You deliver it in 

the carton 
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The cover of the 
“Budget” booklet. 








Display Carton for 
Counter’ distribu- 
tion of the 
“Budget” booklet. 
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first line of a poem, and tastes Tike it too, for whether 
the sandwiches are served by firelight on a winter 
afternoon, or by candlelight after an evening of music, 
or by summer sunlight on a green lawn, the silver tray 
will give them the flavor of Romance 


The booklet, 
“Treasure Bound on 
the Good Ship 
Budget,” tells a 
clever and charming 
story, that incites 
the desire for a com- 
plete silverware ser- 
vice and suggests 
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Dessert ; her treasure, she loses all thought of pleasing her palate 
Mount Island in the more aesthetic joy pf feasting her eyes on the the ractical wa in 
Pinate though she be, Captain Yc ihe bas 2 pas gleaming compote which will hold her masterpieces a P % y 

ions for eweets, and as che nents Me D ¢ lea of pastry. And here at hand is the dessert server, use- which it can be ac- 
ma draws her lips together with an ex at ful for many forms of dessert but especially for those “ 
may indicate either grim determination = blissful an- trembling blanc manges which show a nervous inclina- quired. The book. 
ticipation, But when she has leapt ashore and found tion to flop en route to the plate. Here, tvo, are the pie * a e 

server and the individual pastry forks, a new argument let 1S beautifully 


lithographed in 
: eleven colors. 





Glimpse of inside of “Treasure 
Bound on the Good Ship Budget.” 
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With all the charm of a story that will awaken and 
hold the interest of the reader, every sentence is 
nevertheless practical and the suggestions as to what 
silver plate is desirable and how it should be acquired 
are certain to mean more sales for you. With your 
imprint and suggestion for a letter that will bring 
your customers into your store for their copies. 
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cordially» 


Write to Sales Promotion Department, International 
Silver Co., Meriden, Conn., for this very real mer- 
chandising aid. 


Po emepeeh sont of @ teamr ‘ 1847 ROGERS BROS: 
cena Ry; SILVERPLATE 0 
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rgh Chictile 


| 

| The Biggest Selling 
| Poultry Fence 
| 


OTH merchants and the public have been so quick 
to recognize the unusual merit of Pittsburgh Be 





Chictite Fence that it is today the most widely accept- 
ed poultry fence on the market. It is the first success- 
ful hinge-joint fence with extremely close spacing of 
lower line wires. 


One-Inch Spacing 
\ Between Lower Line Wires 


Pittsburgh Chictite Fence is made with our well 

known Columbia Hinge-Joint and with lower line 

wires only one inch apart. It is made in heights from 

24 inches to 72 inches, and in several weights. Stay 

wires are same gauge as line wires and heavily Super- 

Zinced, producing a strong, durable and effective PE 
4 


a 


fence. This fence costs less, erected, than netting, yet 
will out last netting many times over. Your customers 
want Pittsburgh Chictite Fence, and the dependability 
of the entire ‘‘Pittsburgh”’ line. 
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as well as the ability to resist 


% ‘Zinc. 
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Copper and 10 


have received letters from customers who bought 


Bronze Screen Wire Cloth 
WICKWIRE BRONZE Wire Cloth twenty-four years ago 


For Those Who Want the Best 
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Thousands of dealers have long recommended WICK- 


WIRE BROTHERS Bronze Screen Wire Cloth for their 


and are using this same cloth which is still in good condition. 
WICKWIRE BRONZE is made from a special alloy of 
c 


WICKWIRE BROTHERS 
best trade and this well known brand has lived up to every 
claim made for it. 
necessary tensile strength, 
corrosion which soon ruins pure copper. 


We 
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Rustless Under All Weather Conditions 


WICKWIRE BRONZE has proven absolutely rustless 


It is not affected by salt air, 


Every operation from the raw material to the finished prod- 


under all weather conditions. 
moisture, acids or gases. 


WICKWIRE BRONZE has a rich gold color which rapidly 


uct is performed under our personal supervision. 
turns to a dark antique finish from exposure. 


Wire Cloth, 


Than Steel 
But— 


Costs More 
Returns 


Many leading Screen Manufacturers and Hardware Job- 
bing Houses use this cloth in very large quantities for their 
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More than 


the 


WICKWIRE BRONZE is always made from Full Gauge 


Difference 


to In Service. 


ss 


16 and 18 mesh, in even inch widths 18 


48” 100 lineal feet to each roll. 
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Wire in 14 
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Cortland Black Enameled 


Cortland Gray-wick 
White Metal Finish 


Wickwire Premier 





INCORPORATED 1692 


Your jobber will supply you 
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From a drawing by L.V.A. Guild Copyright 1927, P@L 


Cie hard wear trail is lost OnT>D 


IT’S along time before the hard 4 4 
wear trail shows up on “61” 
Floor Varnish. There is no 
scarred footpath from dining 
room to kitchen or on the stairs 


door when you use “61.” 
A floor finished with “61” Floor Varnish 
requires absolute 
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F LO OR 
and no traffic spot at the front VARNI S H 


is heel proof, marproofand water- 
proof. “Test it with a hammer. 
You may dent the wood but the 
varnish won’t crack.” 

Use “61” Clear Gloss for a 
lustrous floor — Dull Finish for 
the last coat when gloss is not 
desired — and one of the six beautiful wood- 
stain colors for a stained effect. They all flow 
on smoothly without laps, streaks or brush 
marks. Their use is a pleasure. 

FREE SAMPLE PANEL 
finished with **61”’ Floor Varnish will be sent on request. 
Try the «shammer test’’ on the panel! Color Card and 
names of local dealers will also be sent you. 


Guarantee: If any P&L Varnish Product fails 
to give satisfaction you may have your money back. 

P&L Varnish Products are used by painters, specified 
by architects and sold by paint and hardware dealers. 

Pratt & Lambert-Inc. ,114TonawandaSt., Buffalo,N.Y. 
Canadian address, 20 Courtwright St., Bridgeburg, Ont. 


66 99 QL Wherever a quick, durable, opaque enamel 
6 1 IAC UER finish is desired, use “61” Lacquer Enamel. 


ENAMEL Dries in thirty minutes, 


Brushes easily. 
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Jor Sliding Doors on Barns, 
Garages,and other Buildings 


Myers Door Hangers have long been known for their excel- 
lent service giving qualities. The adjustable, flexible and stay-on 
features—the steel roller bearings, -steel axles and heavy malle- 
able iron or steel frames—the large single or tandem rollers— 
other improvements in both stay-on and tubular styles combined 
with neatness of design and finish have made Myers Door Hang- 
ers increasingly popular and profitably stocked by many dealers. 


The buyer of door hangers for his buildings sees in Myers 
Hangers tight fitting, smooth gliding, weather resisting, stay- 
on-the-track sliding doors that will satisfactorily solve his door 
problems for many years to come. 


There is a style and size for nearly every type of sliding door. 
Light or heavy, protected or exposed, all doors look alike te the 
MYERS. Tens of thousands of sets and mile after mile of 
track in use today are tangible evidence of the wide distribution 
and sale of Myers Hangers. 


Priced right to sell well—liberal trade discount to assure satisfactory profits 
—a style and size for every sliding door—supported by national year-through 
publicity—few similar lines offer so many sales advantages. 


Catalog and prices to reliable dealers. 
Write or wire 
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= WATER SYSTEMS — HAY — DOOR HANGE! 


THE FL.E.MYERS & BRO. ¢°. 


ASHLAND, QHIO. 


Manufacturers for over Fifty Years of MYERS 


MYERS HONOR-BILT PUMPS for Every Purpose. 
WATER SYSTENMS HAY and GRAIN UNLOADING TOOLS - BARN. FACTORY ond 


DOOR HANGERS- STORE LADDERS. Etc. 
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“NJO product should have to 

be sold. It should be bought 

as the result of spontaneous 
demand.” 


The theorist who gave birth 
to this profound platitude 
thought i was taking a slam 
at advertising. He was really 
giving it a boost. 


Take NICHOLSON 


Files, for example. tse, 


There has always 
been a demand for USA 











them. But that demand has 
increased in the past five years 
by a very substantial amount. 
No one can say that the de- 
mand is any the less spontan- 
eous because it has been stimu- 
lated by advertising which has 
pointed out dozens of new 
uses for these sharp cut- 
ing, durable files. 


NICHOLSON FILE CO. 
Providence, R.1., U.S.A. 


—A File for Every Purpose 
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HE PICTURE onthe left shows 

the splendid, successful retail 
store of the O. F. Deal Hardware 
Company, of Canton, Ohio. 

The name of the merchant who 
operates the store on the right es- 
capes our memory. 

On the same day, an Alexander 
Hamilton Institute representative 
called on both of these merchants. 

Mr. Deal listened with interest 
and then said: “This is what I’ve 
been wanting for years. I’ll be glad 
to subscribe; I look forward to tak- 
ing your Course. 

“T haven’t seen it yet, of course,” 
he went on, “but it’s a‘hundred to 
one I’ll get at least one idea out of 
it that’s worth the cost of the 
Course. The retail merchant of to- 





ere’s an interesting story 


that tells a lot about why some 
merchants succeed while others fail 


day can’t overlook any opportunity 
to improve his knowledge of the 
business.” 

Calling upon the obviously less 
prosperous merchant, our represen- 
tative was informed that experience is 
the only teacher. 

It is interesting to realize that 
the more a man seems to possess 
the inherent elements which make 
for success, the more inclined he is 
to take advantage of every oppor- 
tunity to progress in his profession 
or business. 


The Modern Merchandising 
Course and Service 


has proven of special interest to 
the latter type of retail merchant. 











| VFreperick D, Corey, Vice-President of 
Marshall Field & Company, in charge of 

Retail Merchandising 

Dr. Paut H. Nystrom, Vice-President, in 
charge of Merchandising, Congoleum-Nairn 
Company, and for six years Director of the 
Associated Merchandising Corporation 

Dr. Lee Gattoway, First Director of the 
School of Retailing, New York University; 

| a well known authority on Store Manage- 
ment 

FEpoar J. Kaurmann, President of Kauf- 
mann’s Department Stores, Pittsburgh 

J. C. Penney, Chairman of the Board, J. C. 
Penney Company 

Josep Cuapman, President, I.. S. Donald- 
son Company, Minneapolis 





| Among the authors of the New Modern Merchandising Course are the following men: 


Percy H. Jounston, President, Chemical Na- 
tional Bank of New York 

Joun Biock, Kirby, Block & Fischer, Resi- 
dent Buyers. 

Cot. Davin May, Chairman of the Board, 
May Department Stores 

W. T. Grant, Chairman of the Board, W. T. 
Grant Company 

Crayton Porter, President, U. S. Stores | 

Amos ParrisH, Director, Amos Parrish & 
Company, Store Counselors 

WituuaM N, Tart, Editor, Retail Ledger 

Sue.pon R. Coons, Executive Vice-President, 
Gimbel Bros., New York 

Joun B. Garver, The Garver Bros. Com 
pany, Strasburg, Ohio 

—and many others. 
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This new Course and Service has 
been prepared by the Alexander 
Hamilton Institute with the help of 
men who are acknowledged leaders 
in every branch of retailing today. 
They are experts in every angle of 
retail management, and they have 
written the texts which are based 
on tried and proven principles. 

Merchants will find in this new 
Course fundamental retail facts 
covering every department of their 
business. They will discover a di- 
gest of successful retailing experi- 
ence which they could acquire alone 
only after years of costly experi- 
ence. 

The complete story of how this 
Course will increase your profits is 
told in an interesting booklet called 
“Progress and Profits.” This book 
is free. We will gladly send you a 
copy, but we urge you to mail the 
coupon promptly as the edition is 
limited and the demand for copies 
great. 


INSTITUTE 








In Canapa, address the Alexander Hamilton 
Institute. Limited, C. P. R. Bldg., Toronto 


ALEXANDER HamILTon INSTITUTE. 


Please mail me a copy of “Progress and Profits.” 


Nant: ......0.:. BETES PEE NEED NE SARS Ie ne 
In Encuanp, 67 Great Russell St., London P 
I~ Austraria, [1c Castlereagh St., Sydney OSITION---- 

SE eee eee ee 





Business ApprESS..---.--..-.------- 


Astor Place, New York City 























“The Year after Year Record of 
Advertising Leadership” 


During 1926— 


685 manufacturers used 4202 advertis- 
ing pages in Hardware Age. 


This exceeds by several hundred pages 
the combined advertising volume of all other 
national hardware papers. 


355 manufacturers used Hardware Age 
exclusively, which is five times the number 
using the next ranking hardware paper ex- 
clusively. 





HARDWARE AGE 


239 West 39th Street 
New York, N Y. 
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Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


Sheets 


and Roofing Tin Plates 
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Quality 
Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. Wemanufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder’s supply fields. 


Black Sheets for all purposes 

- Keystone Copper Steel Sheets 
Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 
Formed Roofing and Siding Products 
Stove and Range Sheets 
Tin and Terne Plates, Black Plate, Etc. 


Our Sheet and Tin Mill Products represent the highest standards of quality and 
utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 

District SALES OFFICE 

Chicago Cincinnati Denver Detroit NewOrleans New York 
Philadelphia Pittsburgh St. Louis 


Pacific Coast Representatives: UNITED STATES STEEL PrRopucts Co.,San Francisco 
Los Angeles Portland Seattle 


Export Representatives: UNITED States SteeL Propucrs Co., New York City 
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No. 48 improved adjustable “S’ nut wrench 


Who Designed It ? 


No one man designed B & C “S” wrench 
No. 48. For years we have been perfecting 
it. A suggestion here, a criticism there— 
most of them from actual users—has re- 
sulted in a wrench as near perfection as we 
can make it. 

Instead of taking a standard design and pro- 
ducing a wrench to sell at a price, it has 
always been our aim to make a wrench to 
fit the needs of, the user. 

There is profit for you in handling such a 
tool. 


Send for a copy of B & C catalog No. 30 


Bemis & Call Co. 
bet 
Wrenches 


Springfield, Mass. 






Bemis & Call Company, 
Springfield, Mass. 
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A 
f) GRIFFIN No. 550 Wrought Steel 
Chain Bolt is a durable spring bolt 
i for fastening top of door. Has de- 
4 pendable music wire spring and is 

constructed so as to latch easily 
b and readily when door is closed. 

Easily reversed, permitting use for 
‘ either right or left hand. Japanned 
or galvanized finish. 









Additional Wrought Steel Chain and Foot 
Bolts and Garage Hardware are shown in 
the new catalog of GRIFFIN Hinges 
just off the press 


we 


CRIEFIN 


Manufacturing Co 
ERIE PENNSYLVANIA 
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American Steel & Wire 
Company 














When your customers de- 
mand the best in barb wire 
at the lowest cost you will 
find that American Steel 
€& Wire Company brands 
successfully meet their re- 
quirements. 

Great tensile strength, 
extra heavy galvanizing, 
regularity of twist and 
firmness of barbs, are out- 
standing features of the 
following brands: 


Baker Perfect 
Waukegan 
Ellwood Glidden 
Ellwood Junior 
American Special 
American Glidden 
Lyman Four Point 





Write for catalog and prices 
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Rape Marx 











| American Steel & Wire Company 


Sales Offices: Chicago New Yo s, Boston Cleveland Worcester Philadelphia 

|= Pittsburgh St. Louis Buffalo Detroit Cincinnati ilkes-Barre 

| Baltimore Kansas City Minneapolis St. Paul Oklahoma City Birmingham 
Atlanta Memphis Dallas Denver Salt Lake City 

U. S. Steel Products Co., San Francisco, Los Angeles, Portland, Seattle 
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Bath Room Fixtures 


For many years rynece Bath Room Fixtures have 
pleased their owners so thoroughly that they have 
taken just pride in showing them to their neigh- 
bors and friends. This invariably leads to extra 
sales and profits for dealers. 























Holder 


In the complete equipment of a bath room with 
RINoce fixtures all pieces may be had to harmo- 
3350 nize, because we carry out the general design of 
an article in other pieces. 


All made of SOLID BRASS beautifully nickeled 
—no rust—no corrosion—no dissatisfaction. 


Send for Latest Catalog and Price List. 


AMERICAN RING COMPANY 


Waterbury Connecticut 
BRANCH OFFICES: 


New York, 2 Hudson St. Boston, 170 Summer St. 
San Francisco, 116 New Montgomery St.Chicago, 29 E. Madison St. 


























U ~=New Fixtures Will Increase 










‘ ° The Toasts both 
Your Holiday Trade and Profits “DOUBLE sides of two 
ACTION” 8 —— gaa 

Toaster wen a 


It’s the TOASTER that 


makes the Difference in Toast 
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Business is better at Steinmen 88 eee. a, Co, ~» Lancaster, Pa., since they Get ready for the Holiday gift trade. 
“DOUBLE ACTION” Toasters sell as soon 


EE 1 1 E as displayed and sales are usually doubled 
during the Holiday season. 


BUSINESS BUILDING STORE FIXTURES 


mee & . o “tech > v. They toast without turning—two slices of 
oliday buyers are “shoppers”—they are “looking aroun ey . 

seldom ask for things and you can't have enough clerks to ison bread at one time, browned perfectly even 
them qverything. on both sides. 
Depend on Heller display equipment to show attractively the hun- 

dreds of holiday items you carry. Take the tip from the chain 


ae coh 


Bs on eed 


‘ ‘ P 
stores who display everything and make goods sell themselves. No turning mechanism to get out of order 
There is still time to put in new money making Heller equipment —just pleased customers that recommend 
before the holiday rush starts. “DOUBLE ACTION” Toasters to others, 


Se eee eeeee eee es MAIL THIS TODAY #=se2eeeeee8 88888 


ws ty HELLER & CO 700 Bryant St., Montpelier, Ohio. 


* New York Office, 20 Vesey St., Suite 500 


which helps your sales and profits. 


Tell me more about the fixtures that sell more goods. Ask your Jobber or write for information. 
Tables for Holiday Goods New Design Cutlery Showcase 
Display Door Cabinets New Type Saw Rack ‘< ” 33 
ere hd see eae reas pate BOR DOUBLE ACTION’ Electric Co. 


Grand Rapids Michigan 
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Savage Hi-Power 
Model 99 
Lever Action 


Hammerless,repeating. Take- 
down or solid frame. Cham- 
bered for five different car- 
tridges: .22 Hi-Power, .30-30, 
303 Savage .250/3000 and 
.300 Savage. High luster fin- 
ish. Eight styles, Weight 6% 
to 8 lbs. 


Retail Price 


$37.50 to $49.50 


















Savage 
Hi-Power 


Model 20 


oe gga 
olt Action 













Stock and barrel redesigned. 


Solid frame. Repeating, bolt 


action. Equipped with No.5 
Lyman Peep Sight. Tapere 


d 


barrel. Chambered for .250/ 
3000 and .300 caliber car- 
tridges. High luster finish. 


Weight about 7 Ibs. 
Retail Price $43.00 





Two Famous Salesmen! 


TANDING in the windows or on the coun- 

ters of many stores throughout the country 

are two famous rifles— Savage Models 99 and 

20—whose reputation, fine appearance and 

modern design have brought in “ready-to-be- 
sold” customers and have made many sales. 


The recognition given these Savage Rifles is 
merited, for the most scientific workmanship 
has been embodied in every part. The time is 
ripe to make the most of this popularity. Have 
you replenished your stocks? 


Ask your jobber’s salesman to show you 
these models on his next trip 


(Send for handsome 5-piece Firearms Window Display) 


SAVAGE ARMS CORPORATION 
Dept. No. 901 Utica, N. Y. 
Owners and Operators of the 
J. Stevens Arms Co. and Page-Lewis Arms Co. 














Wood Screws 

Drive Screws 

Coach Screws 

Machine Screws 

Set Serews 

Cap Screws 

Saw Screws 

Thumb Screws 

Hand Rail Screws 

Special Automatic Screw 
Machine Products 

Stove Bolts 

Tire Bolts 

Agricultural Bolts 

Sink Bolts 

Hanger Bolts 

Machine Screw Nuts 

Stove and Tire Bolt Nuts 

Semi-Finished Nuts 

Castellated Nuts 

S.A.E. Nuts 

Jack Chain 

Plumber’s Chain 

Register Chain 

Safety Chain 

Furnace Chain 

Ladder Chain 

Sash Chain 

Escutcheon Pins 

Speedometers 


CORBIN 





_UNIFORM QUALITY and ADEQUATE STOCK 
The CORBIN SCREW CORPORATION 


The American Hardware Corp., Successor 
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Warehouses—New York, Chicago, Philadelphia 





NEW BRITAIN, CONN. 


Western Factory—Dayton, Ohio 
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Manufacturers of 


i: 


Tires and Accessories— 


Ti res. 


Tubes: 


SpEciat 


SALE 
Auto Jacks 


Put Your Products in the 
HARDWARE STORES 


The surest and quickest way to secure distribu- 
tion of your products by the hardware dealer is 
to put your proposition up to him through his 
business paper. [very hardware dealer worthy 
of the name reads Hardware Age to keep posted 
on what manufacturers are offering. 


Your advertising in Hardware Age will be read 
by the type of merchants you wish to interest. It 
will create confidence in you and in your product 
-~a confidence that means business. 
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List Price 
$4.25 


Ready for 
Use 


CHALK LINE 


A SEYMOUR PRODUCT 


HARDWARE AGE 








VERYCarpenter, mason and brick- 
builder coming into your store 
is a prospective purchaser for our 
‘ . . 
“automatic Chalk-Line.” 
Show them how laborious and time-tak- 
ing hand-chalking is a thing of the past. In 
a second the cord is out, perfectly chalked 
for a clean straight line. 

The handsome nickel-plated case, easily re- 
fillable, holds sufficient chalk for a year’suse. 
Your jobber will send you a trial 
order. If he cannot supply, write us. 


The Seymour Products Company 


Seymour, Conn. 
New York Office: 342 Madison Avenue 


—EASTMAN 


: for OcTOBER 20, 1927 
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“POULTRY NETTING 
Galvanized Before and Galvanized c After Weaving? 
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GatvanizeD Seas, Winn CLoTH 











In cAll Grades “ 
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_ Look for the tag, carrying our name, at the end of every roll! 


. The Gilbert & Bennett Mfg. Co. 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


Georgetown, Conn Chicago Kansas City 





New York City 












































BUSINESS 


must be regulated as well 
as traffic. We stopped 
you just long enough to 
say that all Classified Ad- 
vertisements in Hardware 
Age must reach us nine 
days before the publica- 
tion date to insure inser- 
tion. “GO” to it. 


Hardware Age 


239 West 39th Street 
New York City 



































“It’s the Little Things That Count” 


There’s no risk involved in buying Baur 
Tacks as we gladly send Samples to deal- 
ers so that they may see and examine 
them first and be satisfied that their qual 
ity is A No. 1. 


With the product and prices before you, 
you can then order with confidence know- 
ing that both are right. 

Dealers who send us “Trial orders” for 
Tacks invariably get to carrying our 


complete line listed below 


BAUR TACK CO. 
1419 Standard Ave., Indianapolis, Ind. 


Our complete line also includes Wire Tacks, Staples 
of every description, Double Pointed Tacks, Basket, 
Clout and Trunk Nails 
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It’s time to order 


CROWN TREE HOLDERS 


They are selling better now than ever 


For seven successive seasons all previous sales records were broken, 
i ee an increase of over 428% in that time, although they have had a very 
——SE ~ successful sale over thirty-five years. gn oe 

They appeal to that desirable class of customers who 
want something worth while and are willing to pay for it. 
Me are graceful, attractive and with ordinary care last a 
lifetime. 










They sell themselves J 
A very attractive three color show card is packed in each case. Dis- - 
played in your window, this will greatly help sales. Every sale of a ws 
Crown means the profit of several sales of the cheaper kind but with “=< —= 
less time and sales effort. Why not order now? Sts Se re 


Si1zes—2 1N. AND 3 IN, NORTH BROS. MFG. CO., PHILADELPHIA, PA. S1zEs—2 IN, AND 3 IN, 

















A “Wrench Store” in 
Condensed Form 


$25 85 


You'll be surprised at 
the volume of wrench 
business this attractive 
little ——- cabinet brings 
you. It’s stocked with a 
. varied assortment, care- 
. fully planned to meet the 
needs of the garage, ga- 
rage mechanic, car owner, 
mill, factory, etc. 

Contains all the most 
popular forms of wrenches 
including Tomahawk and Fits-a-Ford types. Sockets of 
CHROME NICKEL steel, toughest steel for socket use, 
tapered for easy access to the hard-to-get-at places. 


WwoopD SCREWS All-steel Cabinet in handsome dark blue and orange, 17 x 


Roofing Nails Scratch Brush Wire 23% x 10 in., with assortment of 62 Wrenches, Sockets and 














Rivets Parts, complete. Dealer net price $25.85. 
Write for Walden-Worcester Wrench Catalog 27. 
THE BRIDGEPORT SCREW CO. ' 
* STEVENS WALDEN-WORCESTER, INC. 
Bridgeport, Conn., U. S. A. Mire. semnemee* Wrenches hong “Bpecd-Ug” Teele. 
Representatives: ri . eames 
Milton Pray Co. - or o, Les les, Seattle g si T =wvC 
ray Gog dan Bramelace, Lge Angola TFVENS-WALDEN-WORCESTER 
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THE ELASTIC TIP COMPANY 
@ | RUBBER GOODS AND SPECIALTIES 2 


SEND FOR ILLUSTRATED CATALOGUE OF OUR COMPLETE LINE OF 
FAST SELLING TIPS FOR ALL PURPOSES 
370 ATLANTIC AVE., BOSTON, MASS. 


q¢€qert-»n»> <= @ 
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FOSIER 


Personal Service 


@@> BOLTS “> NUTS 
(e.) CAPSCREWS 


» in Big Business 


5 








Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Union Ave. and E. 72nd St 6249 te 6265 West 65th St. 
Telephone Broadway 840 Telephone Hemlock 4484 











Osborne High Grade Punches 








Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 

es spa Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
‘ools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















Wire Products 


for every need 
Nails of all kinds, Staples, 












ria Fence, Barbless 
Twisted and Barbed Wire. 
Processed Wire, Bright and 
Galvanized Wire, and Wire 
Rods to standard or special 
analysis. 






BETHLEHEM STEEL COMPANY 
General Offices: BETHLEHEM, PA. 


BETHLEHEM 















IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 


Iver Johnson’s Arms & Cycle Works, Fitchburg, Mase. 
New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 




















Toasts 








This top-of-stove oven prepares foods deliciously when used over 
single burner of any type gas, oil or gasoline stove. Fast selling 
$1 leader ($1.25 in Rocky Mountain States and West). Ask 
your jobber or write direct to 


JACKES-EVANS MFG. CO., 1944 N. Main St., ST. LOUIS, MO. 











This Handsome Metal Display Cabinet 
Free with Every Premax Order 


There’s no time like the 
present to cash in on 
house numbers. Write us 
for full details on this 
modern sales method and 
its complete assortment 
of Premax House Num- 
bers, including the popu- 
lar Hy-Caste and De- 
Luxe Models. 


PREMAX PRODUCTS 
NIAGARA METAL STAMPING 
CORP. 


Dept. HA-6 
Niagara Falls, New York 





The Premas Houseful 
ereates sales end 
Reope your stock of 
nambers olen and 
orderly. 
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The imposing nation-wide list of jobbers handling A-P 

lines is staunch proof of the fact that Allith-Prouty leads 

in Garage Door Hardware, Door pe oa Poser Car- 
ers. Sp 


riers, Fire Door Hardware, Rolling Lad ring Hinges. 
Keep an A-P catalog handy. It will help close 


many money-making hardware jobs. Write for 
your copy today and name of nearest A-P jobber. 


ALLITH-PROUTY COMPANY 


DANVILLE, ILLINOIS 
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The Atkins Ready Household Kit No. | 
Has Met with Immediate cade i : 





Order Today from Your Jobber; First Come, First Served !! 


Furnished 
in a 

beautiful 
| ma FF; Verde 
Green 


i <eREr i ie EGER GORE vena — ; 
Key Hole Saw and Pad ” é No. 28 Saw Koife Case 


No. 88 Kitchen Saw TE a Nie, 
ns E Pe ail SS 4a a.) Grasse Hook = ; @ 


SSS = TR 





A NEW SOURCE OF PROFIT FOR WIDE-AWAKE MERCHANTS 
A TREMENDOUS MARKET FOR THIS FAIR PRICE KIT 


ATKINS READY HOUSEHOLD KIT No. 1 
IS A REAL UTILITY KIT FOR THE HOME 


After years of close study of the home market, Atkins research department has developed the ATKINS HOUSEHOLD KIT as illustrated 
consisting of the following: 


_ 4 ome paler Hand i= . a ¢ 1 Revhots Sow and Pad 6” Slim Taper File 
oO. ac. aw Frame an ade oO. ass hoo No. Ss 
No. 88 Kitchen Saw 6” Mil Bastard File ttle a tnaae 


You will find a market ready for this necessity. FURTHER INFORMATION AS TO PRICES ON REQUEST. 
OTHER WELL KNOWN PROFIT MAKERS; SPECIFY THESE HIGH GRADE, EASY SELLING SAWS 





The 400 ‘Hand aoe is ‘teade of SILVER STEEL Skew Atkins No. 51 is favored by those who prefer the old 


Back, 4 gauges, two way taper ground; mirror polish, 

Improved Perfection Handle of rosewood. ” Made in regu- style handle. SILVER STEEL Blade, Skew Back, Regu- 
lar a ship >. The 401 Straight Back is also lar or Ship Patterns, beautifully polished. A fast cut- 
made in regular and ship patterns. Packed in holly ting, easy running saw. Packed with Christmas label. 


boxes for your Christmas Trade. 





Atkins No. 53 is the carpenter’s favorite. Skew Back, 


Atkins Junior Mechanic for the little fellow or for the 





4 home work shop. Blade is of thoroughly and evenly Re 
ee pF yo cimee bake Eaccaed Seceadion ons. tempered steel, au back, polished. Made in 20 inch, & 
tern. Packed with Christmas label. 8 points only. Packed with Christmas label. na 

E. C. ATKINS & CO. y 
Established 1857—The Silver Steel Saw People Home Office and Factory, INDIANAPOLIS, IND. 3 
Canadian Factory, Hamilton, Ontario Machine Knife Factory, Lancaster, N. Y. 


Branches Carrying Complete Stocks in the Following Cities: 


ATLANTA CHICAGO NEW ORLEANS PORTLAND, ORE. SEATTLE PARIS, FRANCE 
MEMPHIS - MINNEAPOLIS c NEW YORK CITY SAN FRANCISCO VANCOUVER, B. C. 
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No. 16 
Next Week’s | 
Hardware Age | 
HE Oct; 27 issue of 
HARDWARE AGE wll be 
the Jobbers’ Convention num- 


ber. It will feature the first re 
port of the joint convention of 
the American Hardware Manu- 
facturers’ Association and th 
National Hardware Association 
to be held at the Marlborough- 
Blenheim Hotel, Atlantic City. 
Oct 17-20. 

[t will contain a complete re 
port of all the sessions and an 
interesting review of the vart- 
ous business and social aspects 
of the gathering. Do not fail 


to read this feature of Harp 
WARE AGE nevt week. 
Another paint section will 


appear in the same issue and it 
alone is worth watching for. 
Two big features in one issue. 


Read What They Say 
About Us: 


Inclosed please ‘find P.O, money 
order for $4, for which | want you 
to renew my subscription for two 
more years to your Harpware AGE, 
which I find to be the most useful 
magazine in the hardware field 

Yours truly, 
Avevsto A. Ropricuez, 
San Juan, Porto Ric 


l find the Harpwarkt Ack more 
helpful month to month, and T trust 
I may continue to have it visit me 
as long as [ am in business 

Yours very truly, 
Doxak HARDWARE COMPANY, 
(By) L. J. Doak, 
Granada, Miss. 
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urin q Ls 
MCKINNEY 


FORGED IRON HARDWARE 


has been an active source of profit to the dealers who have carried Samples. 
Two outstandingly beautiful new designs, the Warwick and Alhambra, have 
now been added. With the continuously spreading use of Forged Iron 
Hardware and with the additions of these designs, those who start 1928 with 
McKinney Forged Iron Samples will be certain of a splendid profit during 
the coming year. For complete information address Forge Division, 
Mc Kinney Manufacturing Company of ‘Pittsburgh, Pennsylvania 
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Prosperity and Profits 


ROSPERITY, so far as business is con- 

cerned, depends upon profits. Without 

profits there can be no business pros- 
perity. 

All business men freely acknowledge the 
truth of the above statement, but many of them 
seem hopelessly tangled in their methods of 
attaining and their estimates of prosperity. 
Some of them are rigid disciples of turnover, 
and reckon their prosperity almost exclusively 
on a turnover basis. Others pin their faith to 
volume, and constantly seek more sales as the 
only means of business success. 

But modern business is not a one-man or a 
one-factor enterprise. Both turnover and vol- 
ume have their place in its schedule; both are 
prominent factors in its success, if properly 
used. Despite the fact, however, prosperity in 
business cannot be measured by the number of 
times a merchant turns his stock, or the volume 
of goods which goes out over his counters. It 
can only be measured by the net which is left 
after all the costs have been subtracted from 
the total realized through volume and turnover. 
In the final analysis, profit is the one yardstick 
by which business prosperity is measured. 

With that in mind, the two basic factors 
which the modern merchant must at all times 
carefully watch and consider are: 

First—His margin of profit. 

Second—His cost of doing business. 

If his margin is too small, and his cost ex- 
cessive, volume and turnover cannot save him. 
They can only postpone the fatal day when 
the sheriff takes charge. 

The margin of profit in many lines of busi- 
ness today is low—too low; so low that unless 
costs are constantly kept within bounds, there 
can be little or no profit. In numerous in- 
stances the spread between the cost and the 
selling price is not under the merchant’s con- 
trol. He must pay what is asked and sell at 
the price established by competition. In many 
cases, however, particularly in non-competitive 
lines, the merchant himself is setting too low a 





margin, and depending on volume or turnover 
to bring the necessary profit. 

He forgets that turnover of a loss only in- 
creases the loss; that turnover of profit alone 
can add to profit. 

A somewhat similar condition prevails with 
regard to overhead. Some costs, such as rent- 
als, interest, salaries, etc., are more or less 
fixed. A lower rental may entail a poor loca- 
tion; lower salaries may mean inefficiency and 
reduced sales. On the other hand, many items 
of overhead cost are controllable and can be 
lowered. 

The trouble is not so much with the legiti- 
mate visible costs, as with those hidden costs, 
such as waste, slipshod credits, neglected col- 
lections, failure to take cash discounts, etc. 
They constitute what is known as careless over- 
head. 

There are hidden costs in practically every 
business today, and they often represent the 
difference between success and failure. 

As the president of a large motor corpora- 
tion aptly expresses it: “You can’t compete 
with careless overhead.” ‘The hidden costs 
which pervade American business today are 
things which no business can afford under pres- 
ent conditions. “Overhead may be careless 
because it is too high, representing extrava- 
gance in expenditure, or waste in methods; it 
may be wrongly distributed, or it may be too 
low and represent penny saving penury. In 
either case it is an expensive luxury.” 

Many retail hardware merchants are today 
spending good money in a frantic effort to 
force volume, when the real solution of their 
profit problem lies in the cutting of their over- 
head through the elimination of hidden and 
carelessly incurred costs. 

Let’s quit chasing rainbows and try pulling 
weeds and poisoning cut-worms. <A prosperity 
harvest is assured to those business men who 
allow the seed of profit a fair chance to sprout 
and grow. 
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pooner of the open display tables 
used in the auto accessories de- 
partment of the Erie Hardware Co., 
Erie, Pa. Note the convenient way 
of storing and showing tires at the 
same time. 






Erie Hardware Co. Watches Trend of 


Demand in Auto Accessories 


Between seven and eight turnovers a year on a stock of 
$1,500 is the experience of twelve-year-old department. 
Open displays play an important part in making sales 


ATCHING carefully the trend of the local de- 
Wi vrana for auto accessories and displaying these 
goods on open display tables in the center of 
the store the Erie Hardware Co., Erie, Pa., continues 
to enjoy a steadily improving sale in this department. 
The annual turnover is somewhere between 7 and 8 and 
the stock would inventory at approximately $1,500. 
James Saint, the owner and manager of this progres- 
sive business recently remodeled the entire store install- 
ing many open display tables. He has found the change 
very beneficial to the general business and tells us that 
the increase has been reflected equally in practically all 
departments. The auto accessories placed where they 
are more readily seen are more quickly sold. 
According to Mr. Saint the merchandising problem 
of this particular group of goods is not unlike any of the 
other groups. There are live items and dead items. The 
latter should be closed out as quickly as possible but 
should not offer any tremendous problem to the mer- 
chant who watches his stock, studies buying demands and 
governs his purchases accordingly. He tells us that a 
few numbers which were very active sellers twelve years 
ago are not in stock today but that they did not go out of 


stock suddenly, nor have they left any hiatus in the 
department. The going meant the introduction of some 
other item, just the same as might be found in any other 
part of the store or in any other type of business. 

The constant additions to the list of standard equip- 
ment which comes with a new car has of course effected 
the sale of certain items, but this is more than offset by 
the tremendous increase in the number of cars sold, par- 
ticularly in the number of cars under the $1,000 mark 
which do not come as completely equipped as the higher 
priced models. The increase in standard equipment has 
encouraged motorists to have even more equipment so 
that the net result is a very definite improvement for 
the hardware merchant who intelligently studies the 
subject. 

The large number of used cars sold every year pro- 
vides an outlet for many thousands of tires and every 
car buyer, whether he buys new or second hand needs 
a set of real tools which only the hardware dealer is 
capable of supplying. Spark plugs, piston rings, skid 
chains, tubes, tires, polishes, enamels, rubber mats, tape, 
tube repair kits, cotter pin assortments, lock washer and 
holt assortments, fan belts, tire locks, tire carriers, tire 














tools, and many other items are prominently displayed by 
the Erie Hardware Co. because they are considered 
everyday necessities for motorists and with the possible 
exception of one or two items are regular replacement 
numbers which have by virtue of their use a definite 
amount of wear or service before replacement is needed. 

Most motorists, know more about cars than they 
did a decade back. More of them do a certain amount of 
repair and replacement work in spare time. They do 
it not only for economy but also because it has become 
a popular American pastime and every new convert 
to this increasing circle means additional trade for hard- 
ware merchants. 

Remember that the man who fixes his own car needs 
a lot more equipment than that which may be carried 
under the back seat or in the running board tool box. 
lle needs some garage shop equipment: at least a vise, 
grinder, a wider assortment of tools, a work bench, 
tool box, emergency light, and can easily be sold a five 
gallon drum of oil, a five pound can of grease and the 
many other items which come into this field. 

Twelve years ago the Erie Hardware Co. started it’s 
auto accessory department and during all of that time 
accessories have been handled and sold as merchandise. 
No installation, adjustment or repair service has been 
offered, given or considered. It has been entirely an 
cver the counter proposition, and will continue as such. 

The handling of accessories need not be an installa- 
tion proposition at all. Many hardware merchants, in 
fact, sell this line on a strictly merchandising basis and 
find it helpful to the general lines handled. 

Quite a market for this store’s auto accessories is 
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found among garages and repair stations, whose repre- 
sentatives would come there anyway for tools, nuts, 
rivets, wire, lamps, bolts and other shelf hardware. The 
auto accessories well displayed add just so much more 
service and profitable sales to this group of buyers, and 
often permits the dealer enough volume to warrant 
some special attention and solicitation. Few garages 
and service stations enjoy the proper credit connections 
to buy at wholesale and are mighty glad to have a local 
hardware store serve them. Neither are they equipped 
by experience or with facilities to carry much stock which 
is an additional leverage which the local hardware mer- 
chant enjoys in the sale of auto accessories. 

That the garage owner may be considered a cus- 
tomer rather than a competitor is borne out by the 
experience of many hardware dealers handling auto 
accessories, among them [Losey & Co. of Easton, Pa. : 
J. L. Evans of that firm is very enthusiastic on this 
point. He says there is a good market and an attrac- 
tive margin for the accessory line. Frequent changes in 
the ownership of garages cause credit managers of 
manufacturers and distributors to have a preference for 
the hardware store. The hardware man can easily check 
up his garage man locally through his bank. 

Garage owners find it advantageous also to buy from 
the hardware store if he is accorded a discount, as it 
permits him to make a profit without a stock investment. 

Auto accessories are a desirable line because they 
attract a desirable class of trade to the hardware store. 
They are also a good line to use on open display tables. 
the price range being so great that the total volume 
benefits as a result. 





Erie Hardware Company Uses 


With prices rang- 
ing from a_ few 
cents to over a 
dollar. customers 
are attracted to 
this open display 
table. Not a few 
times they are per- 
suaded to buy sev- 
eral articles they 
had never intend- 
ed to buy. The 
many new items 
that are constantly 
being placed on the 
market help to 
bring customers to 
look over the table 
when they are re- 
minded of the 
spark plugs, skid 
chains, piston rings 
and all the other 
things they need. 








This Convenient Display Table 
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“Trade Practices” 





An Address Delivered by Saunders Norvell Tuesday Afternoon, October 18, 1927, 


Gentlemen of the American Hardware Manufacturers’ 
Association : 

The chairman of your program committee called me up 
by long distance from New Haven and informed me 
that I had been put down to speak at this session on the 
subject “Trade Practices.” Being a good soldier, I am 
willing to obey orders and do my best with this subject. 
My first impression is that the subject is a very large 
mouthful. The broad term, “trade practices,” in the 
hardware business or in any business today may mean 
a great many different things. I can select only a few 
outstanding trade practices and make some remarks 
about them. 

At the outset, I must confess that I find myself in 
some difficulty. Up to a few weeks ago I was a simple 
contributing editor, free as air, with a broad world from 
which to draw my inspiration. If any of my readers did 
not agree with my views, I could fall back upon my edi- 
torial prerogatives. Now, however, on account of an 
event that happened in my life a few weeks ago, I find 
myself in a very different position. I am not only for 
the time being a contributing editor, but I am also a 
manufacturer. The danger of being misunderstood in 
these remarks as a manufacturer is liable to crimp the 
freedom of my style. I am so new as a manufacturer 
that I trust my hearers today, and the later readers of 
this article, will still consider my opinions as those of an 
editorial student and not those of the executive of one 
of our great manufacturing corporations. 

The basis of the great changes that have taken place 
in business is in the increase of the amount of SERVICE 
all merchants are now compelled to render. This is just 
as true of the retail merchant and the jobber as it is of 
the manufacturer. Many executives are compelled to 
go to bed with the nightmare of their overhead expenses. 
If you will analyze your overhead, you will find many 
items creeping into overhead that actually belong in an- 
other account. This account should be a “service” ac- 
count. In setting up the books of a business it seems to 
me that in order to get a true perspective we should not 
only have an inventory account, a sales account and an 
account giving the cost of management, but we should 
also carry an “Extraordinary Service” Account. If this 
were done, I am quite sure you would find on your books 
many items that were undreamed of twenty-five years 
ago. 

It is very difficult for a merchant, especially a mer- 
chant who is closely tied to the details of his business, to 
get an accurate perspective of his business. He is so 
thickly surrounded by trees that he cannot see the woods. 
He is so deep in the hills that he cannot see the moun- 
tains. In my humble opinion, what has crept into many 
lines of business without the realization of its executives 
is the necessity of giving and paying for far more service 
in their businesses than in the years past. 

Now, an analysis of this constant demand for service 
brings us back to the fact that all of us, both as indi- 
viduals and as merchandising units, are becoming spe- 
cialists. In the old days our fathers carried water from 
the wells into their homes. They did not have any 
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monthly water bills to pay. The family trimmed their 


oil lamps. They did not have any monthly electric light 
bills to pay. The small children in the family carried 
messages. They did not have a telephone. The women 


in the family put up fruit and did all the baking. They 
did not buy bread nor did they buy cakes. We wrote 
letters by hand. Therefore we did not have stenog- 
raphers. There were amateur theatricals. Therefore 
we did not buy tickets for professional amusements. We 
sang hymns in the parlor around the piano. Therefore 
we did not go to the movies. In other words, we lived 
a simple, self-contained, economical life. 

However, note this: A large part of the time of the 
father and mother and all the children in the family was 
taken up with family duties. Now, by turning on the 
hot and the cold water one can take a satisfactory bath 
in fifteen minutes, but in those days, when it was neces- 
sary to bring in the water from the well and then heat 
this water in a wash boiler on the stove, to take a bath 
meant the consumption of an hour or more. In other 
words, we have found out in our modern and more com- 
plicated civilization that each of us is rendering a greater 
service to others than we ever did before. Each of us 
has become a specialist. By being a specialist we receive 
far more for our services than our ancestors did in the 
old days but, on the other hand, we are compelled to pay 
far more to others who, by their services to us, give us 
the time to work in our own particular field. 

Now, I do not believe we have reached the limit of the 
service we will be compelled to render. For instance, 
in labor the United States is the most highly specialized 
country in the world and here we find that we enjoy the 
largest wages and the greatest amount of material pros- 
perity. This prosperity, in a large measure, is a result 
of our system whereby our inhabitants have ceased to be 
a jack-of-all-trades and a master-of-none and have be- 
come a jack-of-one-trade and a master-of-that-trade. 
With the above suggestions one can elaborate this idea 
of service almost indefinitely. 

Let us see how it works in business. A friend of mine 
was a wholesale grocer. In the old days he did a fairly 
satisfactory business and only found it necessary to de- 
liver his goods f.o.b. the cars. As his grocery house was 
on the railroad tracks, this bill for delivery to the rail- 
roads was a very small item in his overhead account. 
Then came the automobile truck, which brought on com- 
petition in deliveries. Soon this merchant Was very much 
worried about his business. This was a new factor he 
did not understand. He had not worked it out. 

He finally decided to turn over the management of the 
wholesale grocery business to others while he devoted 
all of his time and thought to developing a trucking 
system for the delivery of his goods. He found the 
most important part of his business was not the buying 
and selling of groceries but the delivery of groceries. 
At the expense of a great deal of time, care and money 
he built up a satisfactory delivery system, took on deliv- 
eries for other merchants in his city, laid out routes, saw 
that these routes were carefully covered and, in the end, 
found himself not only with a larger grocery business 
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than he enjoyed before but with a trucking business that 
paid him a very satisfactory profit. To sum up_the situ- 
ation, he found that that there was an entirely new ele- 
ment in his business, but instead of being discouraged 
and giving up the struggle, he tackled this new element 
and found that, instead of an injury to his business the 
solution of the problem added to his profits. 

Since the general business collapse of 1921 the mer- 
chants of this country have been confronted with hand- 
to-mouth buying or what is known as “quick turnover.” 
Retail merchants have refused to place large quantity 
orders for future shipment. No matter how much we 
have thundered and declaimed and written against this 
trade practice, it still exists and, in my opinion, will con- 
tinue to exist. This is a service that the successful mer- 
chants of this country must render in the future. It is 
the part of wisdom for all merchants not to cry out 
against this practice of quick turnover but to take the 
problem, study it, figure it out and see what they can 
do to handle it in an efficient and profitable manner. 

The jobbing trade of the country have frequently com- 

plained bitterly of hand-to-mouth buying. This is rather 
surprising to a student of economics because nothing will 
put the jobber of this country on a more solid and sub- 
stantial basis than a continuance of the practice of hand- 
to-mouth buying. If the retailers formed the habit of 
buying in large quantities, it would be much simpler for 
them to persuade manufacturers to sell them direct, but 
when the retailers of the country are buying great assort- 
ments of goods in fractions of a dozen, it must be clear 
that it is impracticable for most manufacturers to take 
care of their business in an economical and satisfactory 
manner. 
_ This, therefore, leads us to the conviction that, regard- 
less of what may be happening in the grocery trade or 
the dry goods trade or any other trade, in the hard- 
ware business the jobhers of the country during the last 
few years have become stronger as distributors than 
ever before in their history. The reason they are stronger 
is because they have been rendering a greater measure 
of service. 

Now, whether in the adjustment from old conditions 
to new conditions they are making a satisfactory profit 
on this additional service, is an entirely different ques- 
tion. In studying this problem I am simply considering 
the movement of goods from the manufacturer into the 
hands of the consumer without, at this time, considering 
the question as to whether those who take part in this 
service are being compensated in full measure or not. 
The chances are that, on account of this change in busi- 
ness, merchants have not yet fully adjusted themselves 
to the new service and as a result they have been doing 
many things without charging the necessary amount for 
the service, on the theory that the cost of this service 
might be absorbed in some other direction or that there 
might be some change in the course of business. In my 
opinion, as time passes, merchants who survive will nec- 
essarily be compelled to receive a fair and reasonable 
compensation for the extra service that hand-to-mouth 
buying makes necessary. 

Jobbers, in turn, have bought from manufacturers on 
a hand-to-mouth basis and the expense of doing business 
on the part of manufacturers has been increased by the 
large increase in number and the small size of the jobber’s 
orders. The same thing that is true of the jobbers is 
also true of manufacturers. They must adjust them- 
selves to this service and in order to exist they must 
charge what the service is worth. 

Now we come to another practice in business which 
has grown up in recent years. Twenty-five years ago 


there were only a few manufacturers who had “mission- 
aries” calling on the retail trade and introducing their 
goods. Today the missionary system has become a regu- 
lar practice of business with many manufacturers. This 
system also comes under the head of service. A jobber 
puts in the line of a manufacturer. This is followed by 
an understanding that this manufacturer will not only 
train the salesman of the jobber on the line and the best 
methods of selling this line but that he will even send 
his missionaries to-call on the retail customers of this 
jobber, sell the goods and turn the orders over to his 
jobbing distributor. This service is necessary because 
in must be clear that the salesman of the jobber must be 
trained to sell the line of the manufacturer. Naturally, 
one of the best methods of demonstrating that a manu- 
facturer’s line will sell is for the salesman of this manu- 
facturer to actually sell the goods direct to a-retail dealer. 
This salesman’s selling is simply a demonstration that 
the goods are salable and will be bought when proper 
knowledge of the goods and salesmanship are put back of 
the line. 

This is a service that manufacturers in these days are 
compelled to render in order to place their lines before 
the retail trade of the country. Up to a certain point this 
service is a fair and reasonable one and the manufac- 
turer, of course, must add the cost of the service to his 
goods. However, when the jobber adds many manufac- 
turers’ lines, draws up contracts that manufacturers 
should sell these lines in his territory, does not give the 
manufacturers’ lines proper support and then insists on 
practically all of the sales being made by the manufac- 
turers’ salesmen and at the manufacturers’ expense, this 
service reaches a point where it is abused. This abuse 
of the privilege of having missionary salesmen each man- 
ufacturer must work out with his individual jobbing 
customers. 

A number of manufacturers have established sales dis- 
tricts in various parts of the country. In these districts 
they have district managers, offices, telephone service, 
stenographers, clerks and even, in many cases, ware- 
houses and a stock of goods. This is also service—an 
effort to give better service to the trade they sell in the 
territory. Whether so many sales districts are a good 
thing or not depends entirely upon the results achieved 
by these district sales managers. The proof of the pud- 
ding is in the eating, If this very expensive organization 
pays, if the goods can stand the cost, if the increased 
volume leads to a profit that will cover expenses, it is 
all right. 

On the other hand, it is only too well known that many 
manufacturers have found themselves topheavy with 
such sales organizations and that the expense of conduct- 
ing them has been entirely out of proportion to the profit 
involved on the quantity of goods sold by this selling 
system. Here, again, it is my opinion that a very careful 
analysis must be made of the results of these sales dis- 
tricts and that a manufacturer ultimately will be com- 
pelled to cut his suit, in number and extent of sales dis- 
tricts and salesmen, to the size of his cloth in the way of 
sales and profits. 

Then we have that much debated problem of direct 
factory shipments, also direct warehouse shipments. 
Much can be said pro and con on this subject. All of 
these things come under the head of more service. 
Whether it pays or not again depends upon the volume 
of business and the profit involved. It would seem only 
fair, reasonable and just that in cases where goods are 
shipped direct from the factory to the customer of a 
customer or where goods are delivered from a local 

(Continued on page 63) 











Builders are really 
Served by the 
Strong Hardware 
Company 


When William Nelson sells hardware to a builder, that builder knows he is getting 


the article he wants the way he wants it. 
exclusively for builders’ hardware. 


Photo below shows the sample room 


New Brunswick, N. J., hardware man tells some of the 
methods used that keep the customers coming to the store 


EALIZING that a builder's time is valuable and 

that he will hesitate to go-to a store where he is 

apt to be shifted from one clerk to another till he 
finally finds one who knows what he wants, the Strong 
Hardware Co. of New Brunswick, N. J., has succeeded 
in overcoming many of the builder’s buying difficulties 
for him. Here is William Nelson’s story: 

New Brunswick is a busy city of 40,000 in north cen- 
tral Jersey and most of the homes are 
moderately priced—one or two family 
houses 

The builders have learned from ex- 
perience that the time of the high 
priced house is past. Some of them 
have several on their hands and will, no 
doubt, have some difficulty in getting 
their money out of them, as there are 
only just so many people in a city of 
this size who can afford to live in this 
type of house. 

In going after the builders for the 
finishing hardware business of these 
huilders we find the best results are 
obtained by personal contact with the 
builders. We go right out on the job 
after them and in the case of men 
whom we have not previously sold, we 
carry samples with us. 

One of the most important things to 
remember is to keep in tovch with the 
architects. I know one firm that goes 
so far as to prepare the hardware 
schedules on specifications for all the 
jobs turned out by the leading archi- 


tects of their town. I would not advise the ordinary 
store attempting anything of that kind, but it is certainly 
wise to keep in touch with them and let them know that 
you are on the job and after the business. 

Another thing that we find works out well is to have 
a man in the store all the time who is well posted on 
builders’ hardware and whose duty it is to take care of 
the builders when they come in. (Continued on page 63) 




























HAT a fuss we would make if we were to send 
W: some magazine advertiser, asking for a sample 

or a booklet his advertisement offered free, only 
to receive a letter in reply, saying; “Your letter just 
came. I don’t know anything about the free sample 
offer, but I will take it up with the advertising depart- 
ment and let you know in a few days whether we have 
made any such offer.” 

And yet, how is it so different when a customer walks 
into the hardware store and asks the salesman to be 
shown the paring knives advertised in the last issue of 
the local newspaper, only to meet with a blank look and 
a hurried, “I’ll ask the boss about them. I didn’t see that 
advertisement.” The customer doesn’t expect the store 
people to be ignorant of their own advertising and doesn’t 
understand such an attitude. 

“You never can tell,” said a jeweler to me. “I had 
some customers the other day, a man and his wife, and 
one of the salesmen had sold them some little thing and 
was making no effort to go any farther when I hap- 
pened to come out and talk with them for a minute. 
They were standing in front of a case where I had some 
very handsome rings and I said I’d like to show them 
something nice. I had their attention and I brought out 
a handsome ring valued at eight hundred dollars. The 
woman was enthusiastic about it right away. ‘Do 
you want it?’ her husband asked. She said she would 
like it very much. ‘All right,’ he told me. ‘We'll take 
it.’ In five minutes I had sold an eight hundred dollar 
ring: after the salesman had spent thirty minutes selling 
a few dollars’ worth of something and had thought it 
wasn’t worth while to try to get any more of their 
money.” 

x * x 

In Northampton, Mass., the home town of President 
Coolidge, there is current a quotation ascribed to Mr. 
Coolidge, his advice to a young man of his acquaintance: 
“You will never be held accountable for what you don’t 
say.” Unlike some of us, the President seems able to 
take his own advice. 
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AN BEHI 
eX OUNTER 


| think Ole Bull, the great violinist, would have made 
a good salesman. He would have been ingenious enough 
to find a way to get the interest and attention of pros- 
pective customers. He was a friend of Erickson, of 
U. S. S. Monitor fame, but he had never been able to 
get Erickson to come and hear him play. However, he 
did not despair of interesting him finally. To that end 
he made his plans. 

One day he entered Erickson’s shop with a broken 
violin. “You’re a mechanical expert,” he told the 
Monitor builder. “Can’t you fix up my violin?” 

Erickson took the broken instrument and examined it 
and declared that he could mend it. With Ole Bull 
watching and with the men of the shop looking their 
way, the mechanical genius of Erickson was applied to 
the task and soon he had the violin repaired. He replaced 
one of the strings. 

“Let me try it and see if it’s all right,” said Ole Bull. 
He took up his bow and ran it over the single string. 
The workmen in the room stopped work and listened. 
After a moment the instrument was handed back to 
Erickson who added another string, and again Ole Bull 
insisted upon trying it to see if it was all right. Again 
he paused and a third string was added and on this third 
trial he played enough to draw all the workmen around 
him, and after the fourth string had been added by 
Erickson and the violin pronounced finished, the great 
musician played one piece after another while his hearers, 
Erickson included, stood entranced. Then Ole Bull 
started to go, but paused to say, “Come to my concert 
tonight, Erickson.” “I'll be there,” responded the 
builder of the Monitor, and that ended his neglect of 
Ole Bull’s music. He was sold on his friend’s violin 


music. 
* * a 


The force in one hardware store organized a b. B. 
Club, and it was not, as you may think, a baseball club. 
It was a Business Boomers Club. The club met once a 
month for a supper and sometimes they asked the boss 
to come and preside and sometimes they did not ask him 
to come. It seems to me that this plan of the salesmen 
organizing themselves and discussing methods of making 
themselves more efficient is even better than being or- 
ganized by the management with the obvious thought 
that it will help the business. The results of both 
methods may be the same, better business for the store 
and better wages for the men, but it shows ambition of 
the right sort when the employees take the initiative. 
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A Complete Instruction Course 


Show Card Writing 


By Joseph Bertram Jowitt 


Chapter VII—Single Stroke Roman 


OTHING succeeds like success; through con- 
sistent practise in show card writing day by day 


one becomes better and more proficient. While 
practising single-stroke lettering do not hesitate. Each 
single stroke should be continuous to a given point as 
the arrows and numbers indicate and the brush should 
not be removed from the surface until the stroke is 
completed. It is almost impossible to make any headway 
with little short stubby strokes. Go at it boldly and 
do not stop in the middle of a stroke. If you break a 
stroke, so to speak, and attempt to pick it up again 
you will find that it is much more difficult to keep it 
straight. When practising it is better to keep your 
lettering within two inches in height; letters of this size 
and less, will permit the resting of the hand on the card. 
The wrist joint or fatty part of the palm should rest 
naturally on the surface and the brush held between the 
thumb and first two fingers in exactly the same posi- 
tion you would hold a lead pencil, keeping the fingers 
well down on the handle just above the metal ferrule. 


Do not hold brush too tightly and remember that very 
little pressure is required to produce the widest part of 
the shaded strokes. 

The reader’s attention is directed to the alphabet plate 
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Evansville 
TesTeD 
iE 
Hammers 
Milled Claws 
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illustrating the Capital and lower-case letters, K, L, M, 
N, O. But three basic strokes are necessary to con- 
struct the Capital letter K, these are made as follows: 
Draw two horizontal guide lines about two inches apart 
for the height of your letters and select a brush which 
when dipped in the ink and flattened out will make a 
stroke the width you desire. Numbers one and three are 
the full width of the brush stroke. Number two, the thin 
stroke, is made by rolling the brush on a piece of card 
until it is brought to its finest point. The brush is then 
wiped out again to a fan shape and the spurs or sharp 
“nibs” which finish off the letter are made, there being 
eight spurs to the Capital letter K. The first stroke in 
making the letter L, is the same as stroke one in the letter 
K, and the brush is worked out the same as in stroke 
two. The Capital letter M, will be found a little more 
difficult to make but by a little practice the beginner will 
soon get the swing. The first stroke in the letter M, 
is a light stroke, stroke two is heavy, stroke three is 
light and stroke four is heavy. All strokes being made 
from left to right. The little arrows point to direction 
of stroke and the numbers of rota- 
tion of strokes. The letter M re- 
quires six spurs to finish it off. 
The letter N is on the same prin- 
ciple as the letter M only less dif- 
ficult to make. The letter O, which 
looks simple, is really more difficult 
to make than the others. This to 
be properly balanced should be an 
oval and not a circle, and is made by 
joining two crescents of equal pro- 
portions at the top and bottom of 
the guide lines. It is a good plan 
to place a piece of thin or tracing 
paper over these letters and prac- 
tise by retracing over them with a 
small lettering brush;-this will be 
good practice for the hand and eye. 

To succeed at show card writing, 
the beginner must: work by a plan 
of systematic practising. Spas- 
modic spurts here and there, when 
the spirit moves you, will only re- 
sult in an absolute lack of interest 
later on. While artistic ability is 
naturally advantageous it is not at 
all necessary that one should be an 
artist in order to learn simple show card lettering. After 
the awkward stage of learning to manipulate the brush 
has passed, satisfactory results depends entirely on the 
amount of time the beginner is willing to devote to prac- 
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tice. To become 
proficient at any- 
thing that 1s 
worth while in- 
volves a lot of 
practice. The 
art of salesman- 
ship, guessing 
the weight of a 
parcel of nails 
or learning to 
play golf cannot 
all be learned in 
a few weeks. 
Neither can 
show card writ- 
ing be learned in 
a few’ weeks. 
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First of all, the 
most 
thing 


necessary 
is interest 
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—the desire to learn. Show card 
writing must appeal to the student. 
Show card ink for brush use 
should always be as thick as heavy 
cream; if used in a watery condition 
the brush will not hold up or keep 
its flat single-stroke chisel shape. 
This is on account of the glue bin- 
der, glycerine and other ingredients. 
All those who are desirous of mas- 
tering show card writing should see 
to it that they are in possession of 
regular show card brushes. Genuine 
red table show card brushes are 
seldom made over one inch in 
length and are entirely different 
from those made for sign painters’ 
use. The brushes used by sign 
painters are mostly made of fine 
camel's hair, set in goose quills. The 
hairs are too long and soft for show 
card lettering, neither will they hold 
a flat chisel edge shape; they also 
lack the proper resiliency for water color work, like the 
firm, elastic hair of the red sable. 
Watch for the next chapter on show card writing in 
the Nov. 3 issue of HARDWARE AGE. 





A General Conference on Simplification 


The Division of Simplification, Depart- 
ment of Commerce, is actively cooperating 
with a number of industries in hardware 
lines looking to simplification of produc- 
tion. It has sent out invitations for a gen- 
eral conference on the simplification of 
turnbuckles at 4.15 p.m., Oct. 19, in the 
Ohio Avenue Hall, Blenheim side of the 
Marlborough-Blenheim, Atlantic City. 
With the invitation has gone a recommen- 
dation carried on by a committee of manu- 
facturers appointed at a preliminary con- 


ference on May 10. The Division also is 
working with committees regarding simpli- 
fication of the number of pocket knives and 
jack chains, plumbers safety register and 
ladder chains. The committee on pocket 
knives has just completed its survey and 
the questionnaires were received on Oct. 8. 
The*committee is headed by William Bux- 
baum, chairman of the executive board, 
Pocket Knife Manufacturers’ Association. 
The committee took the number of basic 













dies from which knives are made and the 
information will be used to form a basis 
of recommendation to the Division look- 
ing to reduction in the number of dies used. 
The committee on chains, etc., is headed by 
A. B. Way, Turner & Seymour Mfg. Co., 
Torrington, Conn. Most of the replies in 
the questionnaire sent out in connection 
with this study have been received. It 
is probable that a conference of manu- 
facturers will be held in about two weeks. 
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Do They Want More Business? 


Retail Stores Are Continually Trying to Attract More People Through Advertising and 
at the Same Time Are Reducing Their Open Hours 


By Arthur Manning 


In Printers’ Ink 


“6 DVENTURES in Buying a Radio’* brings to 
A: focus in my mind certain questions concern- 
ing merchandising which for some time have 

leen seeking a focus. 

Mr. Edwards’ article, of course, deals with two 
specifically different phases of the merchandising prob- 
lem: First, the merchandising by the manufacturer of 
his goods to the retailer ; and second, the merchandising 
hy the retailer of goods to the ultimate consumer. It is 
the second only of these that I want to touch upon. 

Here I am, a fairly normal human being, perhaps a 
trifle more responsive to advertising—whether national 
or local—than the typical human being—in receipt of 
« very comfortable income—anxious to spend for necessi- 
ties and quasi-necessities, ready to spend within reason 
for conveniences and luxuries. 

And today, with an appreciably larger income than 
ever before in my life, I am spending less in depart- 
ment stores, men’s furnishing stores, in fact in any of 
the retail stores which should be getting an appreciable 
proportion of my dollars, I am spending not less in pro- 
portion to my increased income, but actually a smaller 
number of dollars than I did five years ago. In other 
directions—for travel, to mention only one—I am spend- 
ing not merely a larger number of dollars, but—what is 
more important—I am spending a larger percentage of 
my larger income. 

Within the last year or two, in respect to retail estab- 
lishments in general, a question has framed itself in my 
mind, And this question, paradoxical as it may seem, 
| believe is the answer to the question that might be 
raised in respect to the above described change in my 
own spending habits. Here is the question, as it has 
framed itself concerning retail establishments in general : 

“Do they want business?” 

Personally, I think it is a foolish question. But it is 
one of those foolish questions which have a certain value 
merely because the element of foolishness in them draws 
attention to another phase of the subject concerning 
which the question is put. 

Of course these stores want business, even though 
some of them have reached the status where they are 
“institutions” and their owners have so much money 
that possibly the early joy of profit-taking has gone out 
of the operation. Men of the sort who achieve such 
success are usually so constituted that they continue to 
desire the emotional satisfaction of continued growth as 
a symbol 

Of course these stores want business. But it seems to 
me—thinking in my role of prospective spender and 
writing in my hours free from my own business—that 
they show a decreasing amount of intelligence in going 
after this business. 


MANAGEMENT Is To BLAME 


For the poor selling by clerks, described by Mr. Ed- 
wards, management is, of course, ultimately responsible. 


*W. B. Edwards: “Adventures in Buying a Radio”—Printers’ Ink, 
September &, 1927 


But let us here look at just one aspect of operation for 
which management is directly and immediately respon- 
sible—the hours during which a customer can get into 
a retail store. Let me as much as get into a store and 
usually I will manage to get what I strongly want— 
if it’s in that store—even though the atmosphere I find 
there is strongly reminiscent of the “‘seller’s market” 
which we had in industry during the war. 

But if I cannot get into the store, I am stopped— 
literally as well as figuratively. And to an increasing 
extent, in the city where I live and in a great many other 
cities, I cannot even get into the store except during an 
exceedingly limited number of hours each week. 

A week contains 168 hours. Not a frightfully large 
number of years ago, in my boyhood in the Middle 
West, the typical retail store was open for business— 
and glad to have business and showed a considerable 
amount of business-getting ability and carried on a lot 
of very profitable business—during seventy-two of those 
hours. Of the 168 hours in the week, seventy-two is 
43 per cent. During 43 per cent of the entire time of 
practically every week—and some weeks during more 
of the time—those stores could be entered. Perhaps 
they didn’t have expert window trimmers—but people 
went into them; people were able to get into them. 
Perhaps they didn’t conduct classes in salesmanship— 
but they did some good selling. 

At the present time, in the city where I live and earn 
my living—and its perquisites—and would like to spend 
a reasonable portion of my income, the so-called better 
stores are open forty hours a week. Of the 168 hours 
which constitute a week, forty hours is 24 per cent. In 
other words, the very “get-at-ability” of goods for which 
constantly increasing amounts of money are being spent 
in advertising has been decreased 44 per cent. 

In dur own business, we firmly believe that the number 
of retail outlets is a vastly important matter. States 
another way, we believe that the more opportunities 
people have to buy, the more likely they are to buy. If, 
at the time that any particular individual has a desire to 
purchase, there are not facilities for purchase, that desire 
for purchase is not likely to eventuate in action. 

The retailer, as respects his individual store, has just 
one outlet—in space. But by doubling the number of 
hours his store is open, he would increase by 100 per 
cent the “opportunities to buy” which he could offer 
people with money to spend. 

Personally, I should dislike to see respectable retailers 
go back to the old days when stores were open every 
evening ; until 12 o’clock on Saturday night; when they 
were open most holidays. I should dislike to see respec- 
table retail stores go back to those old days—provided 
they went back with a single shift of salespeople. For 
the individual—whether manual worker or clerical 
worker or office worker—I hope that in this country the 
twelve-hour day has gone forever. But I have a strong 
notion that for the retail establishment as an organized 


(Continued on page 62) 
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Displays 
85% of 
Stock 


This newly remodeled 
store has twenty eight open 
top display tables 


The full display tables and completely sampled wall panels in James McCullough & Son's 


hardware salesroom 


IGHTY-FIVE per cent of the hardware and house- 
kK, hold ware stock of James McCullough & Son of 
Kittanning, Pa., is displayed where it can be 
casily seen and as easily sold. A customer entering this 
store is immediately 
impressed with the 
neatness and order 
which prevails. The 
wall panels are fully 
sampled with about 
5000 items and the 
twenty-eight open 
top display tables 
and three show 
cases contain about 
1100 miscellaneous 
items. Merchandise 
that can not be 
placed on top of 
the tables is stored 
underneath, leaving 
the aisles unob- 
structed. The tops 
of the wall panels are kept clear 
with the exception of a few prod- 
ucts which are placed in strategic 
positions. Due to the low dis- 
play tables, a clear view of all 
merchandise, even in the rear of 
the store, can be obtained from 
the front. Electrical appliances 
and chinaware are in beautiful 
show cases with indirect lighting 
equipment, which sets them off to 
the best advantage. 

This business had its beginning 
as a small tin shop which was 
opened in 1865, and did a good 
business until 1878 when it was 
destroyed by fire. The follow- 
ing year a new shop was erected 
on the same site and a line of 
hardware was added. This busi- 
















ness grew steadily until 1897 when it was again wiped 
out by fire. This store had rough shelving and counters 
and only two salesmen. The present building of brick 
and steel, four stories in heighth, was erected in 1898 


and today satisfactorily houses 
the large retail and wholesale 

*, business. 
The company was originally 


known as James McCullough, Jr., 
but in 1918 James T. McCullough 
became a partner and the present 
name was adopted. 


Two glimpses of excellent displays in 
the McCullough store. On the left the 
hardware and sporting goods sales room 
and below, the electrical appliance, 
silverware and china display. 














66 OW long have you had this thing?” asked old 

H Pete Profit, indicating with a tilt of his cigar 

a new double-cylindered night-latch. “About 
a month, eh,” he went on casually, “and of course the 
salesman explained the thing pretty thoroughly, didn’t 
he?” Our hardware buyer admitted that such had 
indeed been the case. Pete smiled—someone was cer- 
tainly going to be the wiser for that smile. “Well,” he 
said briskly, “a dollar to a dime that none of you four 
clerks can explain the features of this latch without 
leaving out one or more of the most important. I'll 
give you each a dollar if any one of you can do it, 
otherwise I collect forty cents.” 

Well, here’s what happened: ‘The first two clerks saw 
nothing but a night-latch with a cylinder on the inside, 
not even commenting on the dead-locking latch bolt— 
a feature they had both seen on other latches; one of 
them offered valiantly that the extra cylinder was “so 
that you could lock the door from the inside’; he was 
just that much better than the other. The third one 
discovered that by fastening-back the latch bolt with the 
sliding button, the lock could be made inoperative when 
the key was turned on the inside cylinder, thus prevent- 
ing accidental locking of the door. Better yet. The 
fourth almost won his dollar by actually trying to dead- 
lock the small knob on the inside, in closing an imaginary 
store door for the night; but he wound up by locking 
himself inside the building; he gave up after trying in 
vain to accomplish this from the outside. 

Pete pocketed his forty cents with the smug manner 
of a man who has just made a profitable and safe in- 
vestment. “Between the lot of you,” he began, “you 
covered all but the thing the last man had in mind. 
Look here—take the latch in ordinary active position, 
OPEN THE DOOR, lock the inside cylinder, and shut 
the door. Result, a key required to open the door from 
either side.” He paused and lighted a fresh segment 
of Sisal. ‘Now here’s a high-powered salesman who 
has sold you a wonderful article; at the end of a month 
you have sold probably none of them, and not a man 
jack of you but your buyer knows anything at all about 
why you have such a lock. No wonder Woolworth 
makes money. You are all of you considerably damp, not 
to say wet—the manufacturer who doesn’t make his 
salesmen work on you fellows as well as the buyer, the 
salesman for skipping this tremendous field entirely, and 
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your Old Man, your buyer, and the rest of you for not 
vetting together on the thing. 

“The finest thing I ever saw done of this sort,” Pete 
Profit continued, “was when one of the big tool makers 
sent around a demonstrator, you boys know the one I 
mean. Now I won't go into the effect on the public, 
which incidentally must have been enormous, but just 
the results in our store. The novelty of this method 
alone took our interest right away. Instead of talk or 
pictures, we saw in actual use a shoot board, a dowelling 
jig, a circular rabbet plane, a jointer gage, and Lord 
knows what all. We got to where we could talk halfway 
intelligently about the double cutter on a plane or why 
a ball-bearing chuck was worth more money on a brace. 
Now this manufacturer had sent salesmen to our place 
for close to fifty years, but he never had succeeded in 
explaining his whole line to every man in the store. 

“From that time on, we demonstrated everything. We 
put in a complete work bench and equipped it with about 
every tool we had in the house. We had curly maple 
to try the planes on, wood for auger bits, brass and iron 
scraps for hack saw blades and files, sharpening stones, 
and, for a fact, we sold more tools right off that bench 
than we did from the shelves. My partner, when he 
decided to demonstrate, just naturally went the whole 
hog. He even kept a bag of nuts to use with our trick 
nut cracker. 

The Old Man’s chair creaked as Pete’s gestures grew 
more emphatic. “The hardware man was a long time 
coming around to the idea of display,” he went on, “but 
if there is anything that has a good display just skinned 
to death, it’s a good demonstration. Go into a big 
grocery store some time, and you'll see what I mean. 
In back of that elaborate arrangement of gelatin pack- 
ages of breakfast food, like as not you find a good- 
looking gal in a white cap and apron, trying to get you to 
TASTE the stuff. Now the manufacturer keeps on 
sending his circulars and his window trims, and the 
dealer keeps on making his displays, but as my old 
partner used to say, ‘A demonstration’s better than a 
decoration.’” Pete Profit buttoned himself into a huge 
fur coat. 

“What ever made your partner retire, Pete?’ I asked. 

“He was afraid the government would get after him 
for being a trust,” the old scoundrel answered. “He was 


getting too big.” 
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Coast Jobbers Adopt Ethics Code 


to all who will declare their courage to use them. ‘The 
fact that such a representative group of progressive busi- 
ness men as the hardware jobbers of the Pacific Coast 
has taken up and threshed out its problems with this 
result is very en- 
couraging. 


AGERE KEKEKEREKKEEE EE EREEEET They will not 


UX be entirely free 


ITH the idea of promoting better cooperation 
W ix a more complete appreciation of their com- 

mon problems, the hardware jobbers of the 
Pacific Coast have adopted the Code of Ethics as re- 
printed on this 
page. The code 
is, in effect, the 
application _to 


ve}es 





present day busi- A\ from disappoint- 
ness conditions ay ments in this 
of the good old = new declaration, 
tried and true lege but if the Code 


of Ethics, as laid 


Golden Rule. : “ae 

The strikingly CODE of ETHICS aN down, is per- 
straight- y\ sisted in the 
forward manner a, disappointments 
m which the res- In order to promote better co-operation and a more com- a will continue to 
olutions are pre- plete appreciation of the common problems of the hard- a decrease until 
sented by this ware jobber the following code of ethics was adopted by regal finally the spirit 
group of repre- the Hardware Jobbers of the Pacific Coast. AX of the Golden 
sentative whole- aN Rule will tri- 
sale houses of N umph. 


the western coast 
inspires _confi- 
dence. They are 
not phrased in 
idealistic 
language nor 
shrouded in legal 
form, but are 
plainly set forth 
in words of hon- 
est meaning. 
There is nothing 
in the code that 
might be consid- 
ered impossible 
of attainment by 
any fair-minded 
group of  busi- 
ness men. 

That common 
sense is begin- 
ning to be recog- 
nized as a really 





That we will meet with the feeling that we are 
honorable competitors. 


I That we shall open our hearts to each other 
in the exchange of experience and informa- 
tion concerning the conduct of our businesses for 
advancement of the common interest. 
Il That we shall insist upon a courteous and 
respectful attitude in thought and expres- 


sion toward competitive interests upon the part of 
employees in general and salesmen in particular. 


I That we will recognize the old rule of “an 

eye for an eye and a tooth for a tooth” as 
the law of the jungle, without place in modern 
business, and will avoid policies of retaliation as 
self-destructive and leading only to bankruptcy. 


The new code 
is the result of 
many hours 
of constructive 
thought and not 
merely a _ novel 
idea presented in 
pleasant words. 
Hardware men 
throughout the 
country will wel- 
come this new 
evidence that the 
trade is still ca- 
pable of flourish- 
ing in a happier 
and better way 
than has been 
the case in some 
instances where 
it is said that re- 
taliation and 
mistrust have 


important factor y That we shall observe the spirit of the had their effect. 
in the conduct of 4 Golden Rule in our relations with employees, The Code of 
modern business customers and competitors alike. Ethics of the 

hardware _job- 


is made very evi- 
dent by this 
newest code of 
ethics. The Pa- 
cific Coast job- 


SEE 


a < 

















bers of the Pa- 
cific coast is cer- 
tainly a step in 
the right direc- 





bers have gottn YW ieee ne tae ee 
down to funda- 3 SSSSDSDSDSDDSPK well be noted by 


all who are in- 
terested in the 
welfare of the hardware business and are willing to lend 
their aid in putting it on a higher business plane. 

HARDWARE AGE commends it to the attention of its 
readers. 


mentals, without 
which their res- 
olutions would be less potent. 

Honor, frankness, courtesy, faith and loyalty are the 
age-old principles upon which the five resolutions are 
built. They are principles which are free and available 
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Note the carefully planned and executed panel displays of tools in the Kurzon store. 


Kurzon Simplifies Tool Selling 


Remarkable system of sampling and use of manufac- 

turers’ helps brings big volume of trade to East Side 

New York hardware store. Every department 
thoroughly systematized for efficient selling. 


‘ 

WENTY years ago ate the meager stock with leading brands of tools. He 

an unknown, un- immediately began to build a reputation for being the 
rated, East Side boy friend of the mechanics, the kind of a friend who stimu- 

with $400 capital started lated a man to do his job right, the kind who counseled 
a shabby basement hard- the man in trouble, found him work and if he were an 
ware store. An apprecia- alien Charles Kurzon urged him to become an American 
tion of good mechanics’ citizen. When these men needed tools or other hardware 
tools caused him to domin- they very naturally went to Kurzon, and today a modern 
hardware store stands at 97 East Houston Street, one 


block below the famous Bowery, and there Charles 


These wooden books make selling 4 . Ys. ake 4 Sa © edie ar chi 
tecle feel preef in the Karson, ‘<urzon is still the friend of the mechanics and their chief 
— They — both pod and = source for mechanics’ tools. 

uyer an actual picture of any par- ° . ~ -_ ° . 
ticular tool, list the sizes available, An interest in the East Side and its peculiar problems, 
stock drawer in which any number 4 saiiaiataiiiin tia ar nate ae, ca ae » > 
coae Sea” Gea ied ain dahon. augmented by a true merchandising instinct, has made 
= cnet to stren tn ate Tne moet Kurzon a most important retail outlet for high-grade 
inexperience man cow quic y a - . . yy - 
learn the stock and become a pro- tOOls. Thousands of skilled workers live on that side of 
ficient tool salesman. The same Tne Wireth> « ae ee EL . 
cvstem is being utilized in other NCW York and they all know “Charlie.” He has become 
ge gg of = — : prominent as a business man and citizen, and the mate- 
mn the ottom of the opposite Le . e ° ° ° . 
paze you get a glimpse at Kurzon’s ial basis for his rise has been his successful merchandis- 
method of showing grinder’s bench ing’ of tools 
lathes, portable drills and some 5 me : : 3 x : : 
ne ae See ee oe ee very week Martin Koenig, one of Kurzon’s main- 
00 stock. ese m open op ¥« . - . . 
display fixtures are easily seen and Stays, trims a sales-pulling tool window. Martin is one 
attract additional sales for the Ps a alee PR ge kat aN a> 
ocaiens. of those fellows who uses every conceivable opportunity 
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Using four popular numbers from Stanley Works series of 25 plans for home earpentry, Chas. Kurzon has worked out a wonderful selling tie-up. He 


shows here the plans for making a dog house, tea wagon, book rack, and tool chest. 
These are shown against a blue cardboard background. 
It is the first of a series to feature the entire set of Stanley plans. 


a Stanley handbook. 
Martin Koenig trimmed this window. 


to sell more hardware. He uses every worth while manu- 
facturers’ display help. 


Window Series on Stanley Plans 


Last week Martin started a series of window displays, 
which take advantage of the twenty-five Stanley working 
plans for making bookracks, tea wagons, bird houses, dog 
houses and the many other pieces the handy man loves 


to construct. These plans are furnished by Stanley 
Works, New Britain, Conn., and tell even the most 
amateur mechanic just how much wood, the tools needed 


With each plan are mounted the tools needed for the job, also 
Related tools are neatly displayed in the remainder of the window. 


and the easiest way to create any of the pieces in a work- 
manship manner. The photo gives a clear idea of this 
display. 

Four large, blue cards were placed on the background 
panel. On each was mounted a plan, Stanley handbook 
and the tools needed for the particular job covered in 
the plan. In the center a full size tool bench and cabinet 
outfit is completely equipped and neatly arranged in the 
window floor were other related hand tools. 

Kurzon has simplified tool selling for the store sales- 

(Continued on page 58) 
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This window display of linoleum was used by the Barker, Rose & Clinton Co., Elmira, N. Y. 


$20,000 a Year from Linoleum 


Floor covering department has grown from stock of 
three rolls to a profitable business of $20,000 a year for 
the Barker, Rose & Clinton Co. 


By Kenneth B. Levegood 


IRAM TEETOR, the manager of the 

house furnishing department of the 

Barker, Rose and Clinton Co., hardware 

store at Elmira, N. Y., can remember 

when the entire stock of floor coverings 

consisted of three rolls. Last year the 

sales from this department totaled $20,- 

000, and Mr. Teetor claims the end is not 

yet. He was asked how he had accom- 

plished this remarkable sales growth in such a short 

time, and his answer is the answer to any successful re- 

tail business. ‘We always carry the finest stock we can 

buy and carry it in large quantities. There are over 

fifty different patterns in stock today. We carry inlaid 

and printed linoleums, also a large stock of pattern rugs. 

People are learning through extensive advertising that 

linoleum-covered floors are easily cleaned and always 

bright and cheerful. No seconds ever reach our stock, 

no department store remnants or cheap grades of print. 

We cannot sell merchandise on our own guarantee of 

sixty-five years of business if it hasn’t the manufacturer’s 
guarantee back of it.” 

Business Comes from Many Sources 


Mr. Teetor does not claim all of the success of his 
floor covering department. Other departments in the 


store greatly aid this one; for example, the builders’ 
hardware department secures the contract for a new 
house ; immediately the “outside man” is notified and he 
looks up the builder and suggests patterns for his kitchen 
and bath and rugs for the sun parlor and bedrooms. 


Often before the thouse is completed the floor covering 
contract is signed and ready for laying. 

Another way business is added to the floor covering 
department is by having sample rugs around the store in 
other departments. Customers see the bright patterns 
and ask where they can buy them. 

Mr.. Teetor says that much business comes to the 
store through the reputation of his linoleum layer. Mr. 
Ernest Kelts has been laying floor covering for ten years 
and thoroughly understands his job. He spends most 
of his time putting down floor covering. He usually 
measures the rooms first and then recommends a cement 
job over felt. This costs a dollar per hour for laying 
and, of course, means extra profit for the store. 

Floor Covering Increases Other Lines in the Store 

Through Mr. Kelts the store is able to suggest and 
sell many other items. When he has finished with the 
floor of a room, Mr. Kelts suggests a new gas stove, a 
kitchen cabinet or new window shades to harmonize with 
the new floor covering. It is surprising how many peo- 
ple visit the store as a result of these suggestions. 

Newspaper advertising frequently carries the message 
of bright, new floors to the women of Elmira and the 
store windows come in for a share of the publicity. 
Dealers’ displays have been found to create more than the 
usual interest. The window shown was a fall display, 
featuring autumn leaves and fall house cleaning. The 
sales in the floor covering department jumped as a result 
of the window. 
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Replies to Hamp Williams’ Proposal 


E., RICHARDS, 30 Church Street, New York, 

I replying to a recent article in HARDWARE AGE, 

*written by Hamp Williams, wherein he advocated 
a buyer for retail stores, has this to say: 
Dear Mr. Soule: 

I am always interested in reading what Hamp Wil- 
liams has to say in connection with the conditions in the 
hardware trade from his viewpoint, but in his letter of 
Sept. 9, published in the Sept. 29 issue of the Hardware 
AcE, wherein he advocates a group of retail stores hir- 
ing a buyer; it seems to me he is trying to work out 
a plan whereby he can “have his cake and keep his 
penny too.” 

I have been selling staple hardware lines to the hard- 
ware jobbing trade for the past twelve years so per- 
haps I am somewhat prejudiced in favor of this method 
of distribution. I know conditions are changing and 
with these changes must come more scientific methods of 
distribution for those who intend to “stay in the game,” 
but I fail to see where Hamp has advanced any solu- 
tion of the problem in his suggested plan. It would be 
virtually the present system under a different name, 
with this difference: his system would be built on a 
very unstable basis whereas the present method of dis- 
tribution, through the hardware jobber, is built on the 
most stable basis. He writes: “The country would prob- 
ably have to be zoned later, for convenience of ship- 
ping and distribution generally, enabling the zone to get 
such items as aluminum ware and similar lines by the 
carload and distribute them from some central location.” 
Will his warehouse overhead charges be any less than 
similar expenses of the jobber? I am under the impres- 
sion he will find rental, trucking, labor, freight, etc., to 
be just about the same as the jobber is paying. As a 
matter of fact, his unit cost will probably be higher 
because he does not propose to buy all of his items in 
this way. 

Again he writes: “We would only obligate ourselves 
one year at a time, and when the year was up we could 
quit.” Presumably, he is not intending to buy any nation- 
ally advertised, trade marked goods by this “P. A. 
method” for, of course, he cannot expect any successful 


manufacturer to jeopardize his good will with the whole- 
sale trade and demoralize the market by selling his P. A. 
their goods at a “special discount,” knowing that mem- 
bers of the group could “quit” at any time. 

I see that he proposes to get part of the benefits 
through the payment of cash, or payment of the manu- 
facturer’s invoices in ten days after the goods were 
shipped. His 100 stores buying $1,000 per month each, 
would mean that his P. A. would require from $50,000 
to $100,000 cash on hand at all times. Who is going to 
put up this money? Apparently not the retail stores 
interested because he says that he is not going to stake 
more than $10 per month in the venture and, further- 
more, this estimate of the cash requirements is based 
on the assumption that the retail stores in the group are 
going to pay their bills at least monthly. If they are 
going to take as long to pay as many of my jobbing 
customers say they take, the cash requirements might 
easily go to from $300,000 to $500,000. 

In my opinion, Mr. Williams will have to give his 
plan much deeper consideration and modify it in many 
ways if he is going to improve over present methods. 
Perhaps he might start off by getting his 100 retailers to 
agree among themselves that they will go to their respec- 
tive jobbers and tell them that for the next year they are 
going to cooperate with the jobber in every way possible, 
for instance ; by placing their orders in the units in which 
they are packed by the manufacturer, by paying their 
bills promptly in accordance with the terms of sale and 
by concentrating their purchases largely with the jobber 
who has been able to serve them best instead of shopping 
around all over the country and then expecting the jobber 
to meet prices on inferior unknown goods. Perhaps by 
this method the jobber might “‘be able to offer them some 
bargains once in a while.” It is really hard to foretell 
what the jobber might do should he become aware of 
the fact that the dealer was really giving some considera- 
tion to his problems and, through him, to the manufac- 
turer who is doing his best to make an honest product and 
distribute it at a price that would show him a fair 
margin of profit. Yours very truly, 

T. E. RicHarps. 





The Dishonest Bookkeeper 


The Monroe bank held a draft on the hardware merchant, the 
merchant filled out a check payable to the bank for the required 
amount, left it unsigned on his desk, forgot about the matter 
until the next morning and the check could not be found. 

“Must have got in the waste basket,” the hardware merchant 
assured himself, made out a new check for the bank, and forgot 
all about the missing one. : 

A week later the merchant discharged his bookkeeper for 
general incompetence, and when he received his next monthly 
statement from the bank he noticed that the check in question 
had been charged twice. 

“What does this mean?” the merchant demanded. The bank 
investigated and ascertained that the bookkeeper had stolen the 
missing check, forged the merchant’s signature, added “s” after 
the word “bank” and had cashed the check in a distant city under 
the name of “Monroe Banks,” and, when the check came in, it 
had been paid and charged to the merchant’s account. 

“You know the law is that you can’t charge a forged check to 


me, so you'll have to credit this back to my account,” the ner- 
chant pointed out. 

“That may be true, as a general proposition, but it don’t hold 
when there’s been any carelessness on your part,” the bank urged. 

“Where have I been careless?” 

“In not reporting that there was a missing check, especially 
after you had to fire the bookkeeper.” 

This point came before the Pennsylvania Supreme Court in a 
case reported in 119 Pacific Reporter, 909, where the court ruled 
in the merchant’s favor. 

“The single question whether the merchant, on ascertaining 
that an unsigned check was missing, owed the bank the duty of 
reporting to it that fact. In our opinion no such duty existed. 
There is no contention that the bookkeeper had authority to sign 
the merchant’s name to checks. Upon doing so he was guilty 
of a criminal act entirely outside the line of his employment and 
duty,” was the reasoning of the court. 
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The Consolidated Radio Corp. 
Formed by Important Merger 


It has been announced that Wells- 
cision Products Co., Ann Arbor, Mich., 
have merged their radio manufacturing 
businesses and have organized a new Dela- 
ware corporation, to be known as The 
Consolidated Radio Corporation. Each 
company will continue their present manu- 
facturing plants, but in the future the com- 
bined business will be conducted by the 
new corporation operating the plants as 
two separate units, one as the Wells- 
Gardner Division and the other as_ the 
Arborphone Division. 

One of the first steps of The Consoli- 
dated Radio Corporation was the taking 
out of a license under the radio patents of 
the Radio Corporation of America, West- 
inghouse Electric & Mfg. Co., General 
Electric and American Telephone & Tele- 
graph Co. 


The officers of this new corporation are: | 


C. A. Verschoor, president; A. S. Wells, 
vice-president; F. E. Royce, secretary, and 
Frank Dillbahner, treasurer. 


Enderes, Son & Co. Organized 
in Guttenberg, Iowa 


Enderes, Son & Co. have recently been 
organized in Guttenberg, Iowa. Ernst En- 
deres, who originated the original Enderes 
products at Littleport, Iowa, 20 years ago, 
is vice-president and general supervisor of 
the company. The other officers are: Dr. 
A. E. Beyer, president; F. J. Friedlein, 
secretary, and J. P. Eckart, treasurer. F. 
M. Robling is sales manager. 

The company will manufacture and dis- 
tribute Original Enderes Tools through 
regular trade channels. 








Du Pont Announces Changes in 
Paint, Lacquer and Chem. Dept. 


Important changes have just been an- 
nounced by E. I. du Pont de Nemours 
& Co. in regard to the personnel of the 
paint, lacquer and chemicals department. 
William P. Allen, general manager of the 
department, has been relieved of his duties 
at his own request and has been granted 
a leave of absence for one year, beginning 
Nov. 1, 1927. William Richter has been 
appointed general manager of the depart- 
ment. J. W. Elms, now divisional man- 
ager at Philadelphia, Pa. has been ap- 
pointed assistant general manager. Wil- 
liam M. Zintl, heretofore sales director of 
the paint and varnish division at Phila- 
delphia, has been appointed divisional man- 
ager to succeed Mr. Elms. These promo- 
tions are all to take effect Nov. 1, 1927. 

William Richter, who succeeds Mr. 
Allen as general manager of the depart- 
ment, has had a long experience in the 
paint and varnish business. He began his 
career with the old Harrison Brothers 
& Co. in 1905. When this concern was 
taken over by the du Pont company he 
became comptroller of the du Pont Engi-- 
neering Company. He was later respec- 


tively cost expert, statistician, service man- 
ager and divisional manager in the acids, 








| heavy chemicals and pigments end of the 
| company. 
| general manager of the paint, 
‘ een al | chemicals department. 

Gardner & Co., Chicago, Ill., and the Pre- | 


In 1925 he was made assistant 
lacquer and 


J. W. Elms, who assumes the position | 


of assistant general manager of the de- 
partment, has had long experience with 
the du Pont company. He was respectively | 





WILLIAM RICHTER 


assistant chemist, chief chemist, assistant 
superintendent and manager of the Haskell 
plant. He had an important part in the 
war operations, being stationed at the 
Carney’s Point plant as superintendent of 
the finishing department, and later was 
assistant manager at the Old Hickory pow- 
der plant. After the war he was vice- 
president and general manager of the 
Du Pont Chemical Company. Later he 
became manager of the Parlin plant, and 
was there at the time Duco was developed. 
When the department was reorganized he 
became divisional manager of the paint and 
varnish division at Philadelphia. 

William M. Zintl, who becomes divi- 
sional manager in place of Mr. Elms, has 
had a long career in the paint and varnish 
industry. He began as a boy with Harri- 
son Brothers & Co. of Philadelphia. He 
was later identified with other paint ac- 
tivities outside the du Pont company. He 
was at one time the district manager for 
the Philadelphia and southern territory of 
the advertising sales department of the 
Curtis Publishing Company. He came with 
the du Pont company in 1925 as director 
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Lazarus Again Chosen President 
Ohio Merchants Council 


Fred Lazarus, Jr., of F. & R. Lazarus 
ges was chosen president of the Ohio 
| Council of Retail Merchants at their an- 
nual meeting held at Columbus, Ohio, on 
Oct. 4. This Council represents, through 
affiliated State and local associations, 20,- 





| 000 retail stores. 


Eugene Geismer, Cleveland, Ohio, . was 
reelected vice-president and Fred H. Rike, 
Dayton, Ohio, was _ reelected treasurer. 


| George V. Sheridan of Columbus was re- 
| named executive director, with C. E. Ditt- 


mer and Samuel Davis as assistant di- 
rectors. The trustees which were named 
by the affiliated State organizations in- 
c'uded Robert K. Levy, Columbus, Ohio, 
Retail Clothiers and Furnishers’ Associa- 
tion; Charles W. Zellinger, Canton, Ohio, 
Retail Dry Goods Association; James B. 
Carson, Dayton, Ohio, Hardware Asso- 
ciation, and James F. Orr, Cincinnati, 
Ohio, Valley Retail Shoe Dealers’ Asso- 
ciation. 

Resolutions were adopted pledging the 
closest cooperation with the National Re- 
tail Council, headquarters of which have 
just been moved from Washington to 
Columbus, Ohio. 


W. H. Diffenbacher Injured in 
Recent Auto Accident 


The many friends of Walter H. Diffen- 
bacher of Hibbard, Spencer, Bartlett & 
Co., 211 East North Water Street, Chi- 
cago, Ill., are hoping for his speedy re- 
covery from injuries recently sustained in 
a bad automobile accident. Mr. Diffen- 
bacher had been to Canada for a short 
fishing trip and was driving near Beaver 
Falls, Pa., when the accident occurred. He 


was taken to the Providence Hospital 
of that place suffering from a_ badly 
smashed knee cap, lacerations of the 


head and a severely bruised chest, the re- 
sult of being thrown over the steering 
wheel. 

Mr. Diffenbacher has been with the com- 
pany for over 25 years, and worked the 
Chicago city trade for 11 years. Prior to 
this accident he had never been sick a day, 
and had carved out for himself an enviable 
sales record. He can be reached at the 





of sales of the paint and varnish division. 


Providence Hospital, Beaver Falls, Pa. 





All-Rite Co. Appoints Haase 
Eastern Sales Manager 


Frederick Haase has been appointed 
eastern sales manager by the All-Rite Co., 
Rushville, Ind., manufacturer of electric 
light lunch equipment, such as sandwich 
toasters, coffee urns, “Toasted Pop” ma- 
chines and waffle irons. 

Mr. Haase will be located at 1165 Broad- 
way, New York City, where an effective 
demonstrating display will be conducted. 
He will be in direct charge of all sales 
activities for the All-Rite Co. in New Eng- 
land and the Middle Atlantic States, hav- 
ing John J. Monahan and J. Davis Perry 
as district sales managers for the New 


Yale Electric Corp. Builds 
Large Jersey City, N. J., Plant 


Outgrowing its present buildings in 
Brooklyn, N. Y., the Yale Electric Corp., 
manufacturer of flashlights and batteries, 
is erecting a modern plant, six stories in 
height, in Jersey City, with a siding on 
the Pennsylvania Railroad. This new 
building occupies an entire city block and 
will contain over 400,000 sq. ft. of floor 
space, more than double the space in the 
combined Brooklyn plants. It will em- 
ploy 1600 men and women. This new plant 
has unexcelled shipping facilities, and the 
manufacturing activities now carried on 
in scattered buildings, will be housed under 





York Metropolitan area. 


one roof. 

















HarpwarE AGE for OCTOBER 20, 1927 


41 





Ladies’ Night Celebrated by 
Baltimore Retail Hdwe. Assn. 


Forty-seven members, guests and friends 
of the Baltimore Retail Hardware Asso- 
ciation gathered together at the Southern 
Hotel, Baltimore, Md., observing their Oc- 
tober meeting as “Ladies’ Night.” After a 
good roast duck dinner, President Ernest 
johannesen called the meeting to order for 
a brief business session. The minutes of 
the previous meeting. were read and ap- 
proved, and a nominating committee was 
appointed, consisting of George F. Schu- 
mann, Chris. C. Bockelman and Charles 
G. Sehrt. 

Through the courtesy of the Henry Diss- 
ton & Sons, Inc., Philadelphia, Pa., a mo- 
tion picture with a spoken accompaniment 
vas presented. This picture depicted the 
evolution of a sloppy hardware store into 
a real, modern hardware merchandising 
center. Illustrations were given of pres 
ent-day methods of merchandising by dis- 
play panels and open-top display tables and 
a chart was shown giving the results in 
the profits of a store which made an addi- 
tional 10-cent sale to each customer. New 
methods of getting mailing lists and bene- 
fits derived by paying visits to the custom- 
ers were reported. 

George Hopf of the Henry Disston & 
Sons, Inc., entertained with several selec- 
tions on the hand saw, and through the 
courtesy of the Brunswick-Balke Collen- 
der Co. the members and guests were en- 
tertained during the dinner by selections 
played on the new Brunswick talking ma- 
chine. 





Charles Millar & Son Co. Buys 
C. H. Goss Supply Co. 
The C. H. Goss Supply Co., St. Johns- 


bury, Vt., a wholesale hardware house es- 
tablished by Charles H. Goss fifteen years 
ago, is reported sold to Charles Millar & 
Son Co., Utica, N. Y., with branch houses 
in Binghamton, N. Y., and Springfield, 
Mass. President Millar is quoted as say- 
ing that the business will be taken over on 
Nov. 1, and that his company will retain 
the present office and operating force. An 
inventory of the Goss plant, including its 
real estate and stock on hand, is said to be 
approximately $150,000. 





Dean Sells Hardware Store 
After 39 Years in Business 


The hardware business conducted by 
Harry C. Dean for the past 39 years in 
Vassar, Mich., has been sold to James 
DuBois. Mr. DuBois is well and favor- 
ably known in the community, and an- 
nounces that he will remodel the store and 
make several changes in stock and equip- 
ment. Mr. Dean will be retained in the 
business for some time. 


H. A. Grafenstadt Gives Talk 
on Current Price Trends 


Quoting from market reports in recent 
issues of HAaRpwarE AGE, Past President 
H. A. Grafenstadt gave the Brooklyn 





Hardware Association a talk on current 
price trends, Thursday, Oct. 13, in the 
Johnston Building, Brooklyn, N. Y. He 
found few drastic price movements affect- 
ing the hardware business, and offered 
scme comments on the outlook for fall 
trade. The thirty members present en- 
joyed his brief résumé so much that he 
was nominated for a similar job for all 
succeeding meetings of the organization. 
President H. A. Vogt presided, and the 
ever-efficient and genial secretary, Robert 
Pearsall, conducted the duties of his office, 
reading minutes of the previous meeting 





ROBERT PEARSALL 


and all association correspondence. Mr. 
Pearsall called particular attention to the 
Nov. 4 group meeting of the Metropolitan 
associations to be held at the Hotel Mc- 
Alpin, New York City, and urged every 
Brooklyn hardware man to be present. 

Al. Cornell, past president of both the 
Brooklyn and Metropolitan associations, 
reported that the 1928 Metropolitan ban- 
quet will be at the Hotel Commodore Jan. 
19, and asked for a vote on the advisabil- 
ity of an 1928 joint outing of all local as- 
sociations. The Brooklyn Hardware As- 
sociation went on record favoring another 
joint outing, and decided not to hold a sep- 
arate outing should a joint affair be ar- 
ranged.. Henry Rohlfs (the Commodore) 
and Treasurer Henry Bond and others ex- 
pressed their appreciation for the splen- 
didly conducted joint outing held last sum- 
mer under the direction of Mr. Cornell. 

Senator William Thorne Simpson, at- 
torney for the association, answered some 
legal questions, and told of his interesting 
experiences in the Tarzian Bros. store, 
where he found the boss was a real mer- 
chandiser. Senator Simpson told of his 
work on the St. Johns Hospital Committee, 
and received from the association a dona- 
tion of $25. 

Charles Downes, Hardware Dealers’ 
Magazine, said he had found hardware 
stores in the West much the same as in 
the East. Charles J. Heale, Harpware 
Ace, told of his observations of current 
hardware merchandising trends, and cited 
several examples of successful use of open- 
top display fixtures. 

Mr. Cornell conducted a very instructive 
question box discussion. 





Death Takes W. A. Brothwell, 
Pres., Russell Jennings Co. 


Wilbur A. Brothwell, president of The 
Russell Jennings Mfg. Co., Chester, Conn., 
died recently in the home of his son, 
Charles R. Brothwell, assistant treasurer 
of the company. He was 70 years of age 
and his death came very suddenly. 

Mr. Brothwell was born in Easton, 
Conn., in 1857, and after attending school 
in Bridgeport, Conn., entered the employ 
of a hardware dealer in that place. He 
served faithfully for six years and then 
accepted a position with the late P. T. 
Barnum, to become assistant superintend- 
ent of his real estate business. Five years 
later he came to Chester and entered the 
employ of his great-uncle, the late Russell 
Jennings. Mr. Brothwell was made as- 
sistant superintendent, and in 1885 secured 
an interest in the company. The next year 
he was elected treasurer, which position he 
held for a number of years, and when 
he died, in addition to the presidency, Mr. 
Brothwell had charge of the sales and 
correspondence department. 

He had always been active in town, 
county and State civic affairs, was a 
former member of the House of Repre- 
sentatives and also a former Senator. He 
had been a delegate to the National Re- 
publican Convention in 1896, the Consti- 
tutional Convention, and for forty years 
had been town treasurer and treasurer of 
the town deposit fund. 

Throughout his life Mr. Brothwell gave 
his best to The Russell Jennings Co., and 
gave liberally of his time and money for 
any worthy cause which would help in the 
betterment of Chester, Conn. 


American Grinder Products 
Sold to Milwaukee Pump Co. 


The popular American Grinder line of 
grinding tools has recently been taken over 
from the Blackhawk Mfg. Co., of Milwau- 
kee, Wis., by another established Milwau- 
kee firm, The Milwaukee Circulating Pump 
& Mfg. Co., well known for its high grade 
mechanical products. The general man- 
agement and factory superintendency of 
the new owners consists of men who were 
formerly in charge of the manufacture of 
the old American Grinder business. The 
rare combination Of technical manufactur- 
ing skill and unusual merchandising sense 
for which G. G. Hein, general manager 
of the Milwaukee company, has distin- 
guished himself, will be a guarantee to the 
trade of what they can expect in the way 
of quality maintenance and_ business-like 
handling of transactions as well as vigor- 
ous promotion of sales. 

For fifteen years American Grinders 
have been well known to the retail hard- 
ware dealers of the country. 





Sand’s Tool Builds Addition 


The Sand’s Level & Tool Co., 8631 Gra- 
tiot Ave., Detroit, Mich., has built an ad- 
dition to its plant, which is being used for 
the general office. This gives the company 
better facilities for manufacturing, inspec- 
tion and for increased production and ser- 
vice. 
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Steel Hardware Co., Wichita, Kan., Wins 


Gold Medal Window Display Contest 


very excellent display, prepared by Nat 
Wylie, who is known to hardware men 
through the frequent reproduction of his 


The fourth annual window display con- 
test, sponsored by the Gold Medal Camp 
Furniture Mfg. Co., Racine, Wis., brought 
photos of excellent window displays from 
dealers in practically every State in the 
Union. This contest, conducted in the in- 
terest of better merchandising through dis- 
plays, started April 1 and closed Sept. 1. 
The contest was open to all retail dealers. 
There was no entrance fee, neither was it 
necessary to purchase additional merchan- 
dise in order to compete. All window dis- 
plays entered were to feature for a period 
of at least one week, Gold Medal folding 
furniture taken from the dealers stock and 
used in conjunction with advertising dis- 
play material furnished free by the com- 
pany. Allied non-competitive products were 
permitted in the display. 

The Steel Hardware Co., Wichita, Kan., 
received the grand award of $100 for a 





window displays in HARpwaRE AGE. Mr. 
Wylie reports that his prize winning dis- 
play attracted considerable attention and 
developed sales to such an extent that he 
installed two additional window displays 
on folding furniture at a later date. 
Second prize of $75 went to the Ogden 
Hardware Co., Ashland, Ky.; third prize 
of $35 went to the Phelps-Dodge Mercan- 
tile Co., Dawson, N. M.; fourth prize of 
$25 to the Havre Commercial Co., Havre, 
Mont.; fifth prize of $15 to the Indianola 
Hardware Co., Indianola, Iowa, and five 
awards of $10 each to Watterson’s Furni- 
ture Co., Greene, Iowa; Schuler’s Depart- 
ment Store, Mount Shasta, Cal.; R. J. 


-Patton Co., Cincinnati, Ohio; Zebulon Sup- 


ply Co., Zebulon, N. C., and John C. Ross 
Hardware Co., Austin, Tex. 





Hardware Store Supplies Tires 
for Washington-Miami Non- 
Stop Run 


A firm of automobile dealers recently 
conducted a non-stop run between Wash- 
ington, D. C., and Miami, Fla., a distance 
of 1280 miles. The run was made in 
30 hours and 14 minutes, at an average 
speed of 42.4 miles per hour, establishing 
a new world record. 

It is interesting to note that the car 
which made the run was equipped with 





Mansfield tires, furnished by the F. P. May 
Hardware Co., Washington, D. C., and 
Leo C. May, vice-president of the firm, 
writes us that they were taken from regu- 
lar stock. Asa puncture or blow-out would 
have meant failure in this run, the im- 
portance of the tires used can be readily 
estimated. 

It may well be considered a compliment 
to the trade that the tires were furnished 
by a hardware firm, and from a line which 
is regularly distributed through hardware 
channels. 





Edward F. Daly, Inc., Buys 
J. R. Moyer Hardware Co. 


Edward F. Daly, Inc., has purchased the 
retail hardware business of J. R. Moyer 
Hardware Co., 524 Eighty-sixth Street, 
Brooklyn, N. Y. Edward F. Daly is the 
principal and will operate the store. 

Mr. Daly is a past president of the 
Brooklyn Hardware Association and has 
been in the hardware business for the past 
16 years, during which time he has been 
manager of A. N. Nelson Co., Brooklyn, 
and more recently for Scarsdale Supply 
Co., Scarsdale, N. Y. 


Instructive and Useful Booklet 
Issued by Crosman Arms Co. 


One of the features of a booklet en- 
titled “Target and Game Shooting,” re- 
cently published by Crosman Arms Co., 
Inc., Rochester, N. Y., is instruction in 
how to become a good rifle shot. The 
company realized that several points must 
be understood by those who wish to be- 
come crack shots. These points include 
the standing position, how to hold the gun, 
the correct method of sighting, and care- 
fulness in pulling the trigger. 

Hardware dealers who sell arms and 
ammunition will find this booklet a help 
in making sales, as they will be able to 
answer many questions put to them by 
prospective buyers. The booklet also con- 
tains much information regarding the 
Crosman .22 Pneumatic Rifle, its advan- 
tages and uses. Copies of this booklet 
will be sent to any hardware dealer upon 


| request. 
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Window Display Adv. Assn. Holds 
Annual Convention 


The Fourth Annual National Conven- 
tion and Exhibit of the Window Display 
Advertising Association was held on the 
Roof Garden of the Pennsylvania Hotel, 
New York City, on Oct. 4, 5 and 6, under 
the chairmanship of Paul B. West of the 
National Carbon Company. 

The address of the president of the as- 
sociation, Lee H. Bristol of Bristol Myers 
Company, opened the three-day session. In 
addition to the various lunches, dinners, 
committee meetings and so forth, there 
were addresses by Laurence G. Meads of 
the Blackman Company, New York City; 
J. Duncan Williams, Director of Window 
Display Service of the National Associa- 
tion of Retail Clothiers and Furnishers, 
Chicago; Jerry McQuade, editor Display 
Topics and Drug Topics, New York City; 
George S. Fowler of the J. Walter Thomp- 
sen Company, New York City; Miss Elsie 
Kushmore of Erwin, Wasey & Company, 
New York City; F. J. Nichols, secretary 
of the new National Society for the Inter- 
change of Merchandising Ideas; W. E. 
Underwood, advertising manager of the 
National Lamp Works of the General Elec- 
tric Company, Cleveland, Ohio; W. J. 
Frankson, manager of sales promotion of 
the Bloch Brothers Tobacco Company, 
Wheeling, W. Va.; Walter S. Jenkins, 
display manager of Colgate & Company, 
Jersey City, N. J.; John M. Van Horson 
of Johnson & Johnson, Inc., New Bruns- 
wick, N. J.; T. Bruce Furnival of Putnam 
& Furnival, Syracuse, N. Y.; Carl V. 
Haecker, sales promotion manager, Frank 
Burke Hardware Company, Waukegan, 





Ill.; D. C. Jacobs, manager of the Better 
Business Bureau of Canton, Ohio, and by 
Ned Mitchell, manager of displays for 
Louis K. Liggett, New York City. 

Mr. Bristol was reelected president of 
the association; W. B. Benton of the 
George Batten Company of New York was 
selected vice-president, and C. G. Munro 
of the Munro & Hartford Company of 
New York was reelected treasurer. C. C. 
Agate, under whose able directorship the 
work of the association is carried on, will 
continue as managing director. 

Membership in the Window Display Ad- 
vertising Association is composed of na- 
tional advertisers, advertising agencies, 
producers of store advertising material and 
of those who install it. 

The W. D. A. A. exists for mutual help 
—-to assist those selling through the re- 
tailer to know more about the only form 
of advertising which is at the Point-of- 
Sale; in other words, to help to make win- 
dow display advertising pay better. 

Every effort is made by the association 
through its many contacts, interchange of 
experience, knowledge and data, to assist 
those who would know more about store 
advertising, and to show them how to use 
it more efficiently. 

In addition to these yearly conferences 
and exhibits, group meetings are held in 
various cities from time to time. Original 
research is conducted and helpful material 
is constantly being printed and sent to 
members through a bulletin service. 

The national headquarters of the asso- 
ciation are at 8 West 47th St., New York. 





New Musical Saw Outfit 


George E. Hopf, musical saw artist and 
instructor, has put on the market a new 
musical saw outfit to be sold by the hard- 
ware trade. 

The outfit, which is packed in an attrac- 
tive imitation leather cardboard box, con- 
sists of a Disston (M. S.) musical saw, 
bow, mallet, box of rosin and a book of 
instructions—everything one needs to play 
professionally or for personal enjoyment. 

The musical saw is the same type of 
saw used by Mr. Hopf. It is made es- 
pecially for him by Henry Disston & Sons, 
the well-known saw manufacturers. The 
flat ground, mirror-like blade measures 28 
inches and the handle is of apple wood, at- 
tractively carved. 

A tag is fastened to the handle of each 
saw on which is printed: “This musical 
saw has been carefully tested by George 
E. Hopf, famous musical saw artist and 
instructor. He has approved this saw as 
having the proper range and tonal quali- 
ties and the proper flexibility of the blade 
to make it easy to control and play.” 

The instruction book, “How to Play a 
Tand Saw,” of which Mr. Hopf is the 
author, is so written and illustrated that 
anyone who can whistle or hum a tune can 





quickly and easily learn to play soft, sweet 
music. 





Mr. Hopf’s studio is located at 7128 | 


Gillespie Street, Philadelphia, Pa. 








Business Good, Says A, D, 
Graves, Back from Trip to Coast 


Business conditions, generally, in the 
West and in Canada are encouraging, re- 
ports A. D. Graves, president, Pratt & 
Lambert, Inc., Buffalo, N. Y., varnish, 
enamel and lacquer makers, upon his re- 
turn to Buffalo, Oct. 6. 

Mr. Graves left Buffalo Sept. 3 on a 
trip to the Pacific Coast, including stops 
at Denver and Salt Lake City. From Los 
Angeles he continued up the coast to Van- 
couver. The return trip was through Can- 
ada, stops being made at Calgary, Allta., 
and at Winnipeg, Man., where Pratt & 
Lambert, Inc., has jobbing connections for 
western Canada. 

Crop conditions in the 
good, and the farmers are hoping for 
for threshing their 


Dominion are 


favorable weather 
grain. 

Competition in the paint and varnish 
business is particularly keen on the Pacific 
Coast. In both the United States and the 
Provinces, Pratt & Lambert dealers are 
cptimistic and predict steady business for 
the forthcoming months. 


Alfred J. Bolich Dies 
Alfred J. Bolich, of Bolich 


Brothers, hardware dealers in Sayre, Pa., 
passed away at his home, 306 South Elmer 
Avenue, Sayre, a short while ago. 

Mr. Bolich was born in Ashland, Pa., 
in 1862, and came to Sayre when his father 
established a tin shop in that place. He 
and his brother, Herman L: Bolich, were 
associated with their father in the tin shop 
and the hardware business until 1893, when 
the brothers built the block of stores in 
which they have continuously conducted a 
This is the old- 


partner 


retail hardware business. 


est business house in Sayre, Pa. 


Auto Crash Kills W. Bates 

William Bates, sales manager of the 
Superior Screw & Bolt Mfg. Co., Cleve- 
land, Ohio, was ‘killed on Oct. 9 when his 
automobile was struck by a trolley car. 
Mr. Bates was 57 years of age. Before 
he joined the Superior company, three 
years ago, he was with the Kirk-Latty 
Mfg. Co., of Cleveland, Ohio. 


Wooster Brush Breaks Ground 
for a New Warehouse 


On Oct. 3 ground was broken and con- 
struction started for a new warehouse for 
The Wooster Brush Co., Wooster, Ohio. 
This new building, which will more than 
double the warehouse capacity of the 
Wooster plant, was badly needed due to 
a rapidly increasing volume of business 
and several recent additions to the factory 
buildings. 





Juvenile Gym Set Offered 
The Mordt Co., 350 West Erie Street, 











Chicago, Ill, known 4 Ne MORDT £ 
as makers of juve- {Gym SET 
nile lassos, jumping 

ropes and swings, 

announces a new 

item in its line in the “Kr® : 
Mordt Gym Set. wet} 

This is a combina- ma: 

tion of child’s swing, aa 
trapeze and flying r | 
rings designed for . 

use either indoors or a 

out. i 

The company lays 
stress upon the efill Parts 
sturdiness and Intter- 
strength of the out- . Changeable 
fit, the rope used F© 4 
testing 950 pounds, 
the bar seat and 
springs 325 to 500 . 
pounds, and the eae Z 
metal hooks through- 
out the set 320 | 
pounds. ‘ 

It is planned to a7 
merchandise the set ae 
through — hardware 4) 
and department 
stores. A similar \ Detachable 
set designed = for /——— 





adults is also made. @——=——= 


Adjustable Counter Top 


Better Way Co., 214 Builders Exchange, 


ot. 


Paul, Minn., has designed and is now | 


| merchandise, utilizing every inch of space. 
The wood base is divided into blocks, 
| held together by a specially tempered 
spring. A slight pressure on the handle 
|of the special spreader allows the glass 
| partitions to be removed or inserted. When 
| the spreader is released the blocks adjust 
; themselves and hold the glass in a firm, 
| upright position. In this way a complete 
| section can be changed in a few minutes. 

Better Way Counter Tops are made to 
fit any counter and can be adjusted into 
bins of any size. They can be finished 
| in ivory, mahogany, natural or a special 
| finish. The company also furnishes the 
counter tops covered with a cambric fab- 
ric or felt, if desired. 





Glass Cutter Display Board 


| Landon P. Smith, Inc., Irvington, N. J., 
| manufacturer of “Red Devil” glass cut- 
| ters, is offering a new sample board to 
| the retail trade. A description of each tool 
on the board gives its uses, and helps the 











| urn 
ee GLASS CUTTERS 
j IMITATED BY MANY A RED HANDLE 
~ EQUALED BY NONE = DOES w ther 
Kevan} Giass curren. 
a LOOK FOR THE 
TRADE MARK 
GLASS CUTTERS MEANS, See Shiee'es ese 
GLASS INSURANCE ye 
Lam — 
<4 
No Price 


oo 


023 20¢ 


Price 
25¢ 


te GOL 


=== hw Bi 


Se 


[raise LANDON R. SMITH. INC. 
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3-Minute Dishwasher 


Household Appliance Mfg. Co., Belle- 
ville, Ill., is manufacturing the 3-Minute 
Dishwasher, a device designed to wash, 
sterilize and dry dishes, pots and pans. 
The dishes and silverware are stacked in 














a specially constructed wire drainer, ordi- 


nary soap is placed in the soap container, 


| the dishwasher is attached to the hot-water 
| faucet, and a cleansing spray of hot soap- 


suds is directed on the dirty dishes. In 
a few minutes they are clean and then are 
rinsed with clear hot water, the heat dry- 
ing the dishes. 
The 3-Minute been 


Dishwasher has 


| indorsed by Good Housekeeping Institute, 


Priscilla Proving Plant, and the Tribune 

Institute. : 
To help remove burned substances from 

pots, a small stiff brush with a long handle 


| is furnished, which also helps to keep the 


customer decide which tool is best suited | 


for the job. These boards, mounted with 








manufacturing a new type of counter top 
which allows bins to be made to fit the 


four cutters, are sold to the retail dealer. 
He then places his order for stock which 


he desires to carry, using the sample board | 


to sell from. 


Peerless Pocket Level 


The Peerless Level & Tool Co., Sterling, | 
lll., recently placed on the market No. 16 


manently marked dials. The level can be 
read from the top or the side, and alu- 


torpedo type pocket level, which is only | minum plate is attached to the top. 


9 in. in length, 1 3/16 in. thick and 5% in. | ; 
| manufactured by Peerless, bears the Union 


wide, weighing about 2 ounces. 


This level, as well as all the other models 














This level is made of mahogany, stained | 


and waxed. There is one level glass and 


cone plumb glass, both with etched or per- | 


or Brotherhood Label. 
One half dozen are packed in an at- 
tractive counter display carton. 





housewife’s hands out of the dish water. 


Sidewalk Cycle with Side-Car 


The Gendron Wheel Co., Toledo, Ohio, 
has recently introduced the No. 17 Side- 
walk Cycle, which has a side care attach- 





ment. The Sidewalk Cycle is a standard 
model, and the side car is strongly con- 
structed, well upholstered and has the regu- 
lar type of ball bearing wheel. There are 
handle grips, a spring saddle and a tool 


bag included. 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
ConvENTION, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 

ArKANSAS Retait HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

CALIFORNIA RetTAiL HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND ExuHisiTIon, Roof 
Garden of Hotel Whitcomb, San Francisco, Feb. 14, 15, 
16, 1928. LeRoy Smith, secretary, 112 Market Street, 
San Francisco. 

IpAHo RetaiL HarpwarRE & IMPLEMENT DEALERS 
ASSOCIATION CONVENTION, Pocatello, Feb. 7, 8, 1928. 
E. E. Lucas, secretary, Hutton Building, Spokane, Wash. 

Itttnots Retatt HARDWARE ASSOCIATION CONVEN- 
TION, February, 1928, definite date and place of meeting 
to be announced later. Leon D. Nish, secretary, 14-16, 
No. Spring Street, Elgin. 

INDIANA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuHIBITION, Jan. 31, Feb. 1, 2, 3, 1928. 
Convention headquarters, Claypool Hotel. Exhibit will 
probably be held at the Cadle Tabernacle. G. F. Sheely, 
secretary, 911 Meyer-Kiser Bank Building, Indianapolis. 

Iowa Retait HARDWARE ASSOCIATION CONVENTION 
AND ExuHIBITION, Des Moines, Feb. 14, 15, 16, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 

Kentucky HarpwarE & IMPLEMENT ASSOCIATION 
CONVENTION AND EXHIBITION, Seelbach Hotel, Louis- 
ville, Jan. 17, 18, 19, 20, 1928. J. M. Stone, secretary- 
treasurer, 202 Republic Building, Louisville. 

LourtstaNA Retail HARDWARE IMPLEMENT AsSO- 
CIATION CONVENTION, New Iberia, June, 1928, exact 
dates to be announced later. S. H. Sale, secretary, 
Shreveport. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Municipal Auditorium, Minneapolis, Feb. 21, 
22, 23, 24, 1928. C. H. Casey, secretary, Nicollet at 
Twenty-fourth Street, Minneapolis. 

MississtpPp1 Retail HARDWARE AND IMPLEMENT 
AssocIATION CONVENTION, Edwards Hotel, Jackson, 
June 12, 13, 1928. Guy Nason, secretary, Starkville. 

MIcHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExHIBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 

Missourt RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuHrsiTIon, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MounTAIN STATES HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Denver, Colo., Jan. 17, 18, 19, 
1928. Place of meeting to be decided later. W. W. Mc- 
Allister, secretary-treasurer, P. O. Box 513, Boulder, 
Colo. 

NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters, Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 

NaTIoNAL Retail HarpwARE ASSOCIATION COoN- 
GRESS, Boston, Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 


New ENGLAND Harpware DEALERS ASSOCIATION 
CONVENTION AND Exuisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 


NEBRASKA Retatt HARDWARE ASSOCIATION CONVEN- 
TIoN, Omaha, Jan. 31, Feb. 1, 2, 3, 1928. Headquarters 
to be announced later. George H. Dietz, secretary, 414 
419 Little Building, Lincoln. 


New York State Retart HARDWARE ASSOCIATION 
CONVENTION, Rochester, Feb. 7, 8, 9, 10, 1928. Hotel 
headquarters, Powers Hotel. Sessions and exhibit will 
be held at Edgerton Park. John B. Foley, secretary, 
City Bank Building, Syracuse. 


Onto HarpwareE ASSOCIATION CONVENTION AND 
ExursiTIon, Toledo, Feb. 21, 22, 23, 24, 1928. James 
B. Carson, secretary, 411 Mutual Home Building, 
Dayton. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CoNVENTION, Oklahoma City, Jan. 24, 25, 26, 1928. 
Charles L. Unger, secretary, 207-208 Bloomfield Bldg., 
Oklahoma City. 

Orecon Reta, Harpware & IMPLEMENT DEALERS 
AssocIaATION CoNvENTION, Portland, Jan. 31, Feb. 1, 2, 
1928. E. E. Lucas, secretary, Hutton Building, Spokane, 
Wash. 

Paciric NortHwest HARDWARE & IMPLEMENT As- 
SOCIATION CONVENTION, Spokane, Wash., Jan. 25, 26, 
27, 1928. E. E. Lucas, secretary, Hutton Building, 
Spokane, Wash. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND Exursition, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

South Daxota Retait HarDWARE ASSOCIATION 
CoNVENTION AND ExuisiTIon, Coliseum Building 
Sioux Falls, Feb. 27, 28,, March 1, 1928. C. H. Casey, 
secretary, Nicollet at 24th St., Minneapolis, Minn. 

SouTHERN CALIFORYIA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Los Angeles, Feb. 21, 22, 23, 1928. 
H. L. Boyd, secretary, 618 Hellman Bank Bldg., Los 
Angeles. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION AND ExHIBiTION, Dallas, Jan. 17, 18, 19, 
1928. Headquarters, Hotel Baker. D. Scoates, secre- 
tary, College Station. 

West Vircin1iA HARDWARE ASSOCIATION CONVEN- 
TION, Wheeling, Jan. 24, 25, 26, 27, 1928. James B. 
Carson, secretary, 411 Mutual Home Building, Dayton, 
Ohio. 

WESTERN RETAIL HARDWARE & IMPLEMENT AsSO- 
CIATION CONVENTION, Coates House, Kansas City, Mo., 
Jan. 17, 18, 19, 1928. H. J. Hodge, secretary, Abilene, 
Kan. 

WIsconsIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Auditorium, Milwaukee, Feb. 
7, 8, 9, 10, 1928. P. J. Jacobs, secretary, Stevens Point. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT 
ASSOCIATION, composed of Alabama, Florida, Georgia 
and Tennessee, Convention and Exhibition, Atlanta, Ga., 
May 22, 23, 24, 1928. Walter Harlan, secretary, 701 
Grand Theater Building, Atlanta, Ga. 
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General Market News 





General Conditions Satisfactory 
in the Hardware Trade 


NEW YorK, Oct. 18.—With the movement of fall and winter 
merchandise getting into full swing, the hardware business is con- 
sidered to be in a satisfactory condition throughout the country. 
The factors in business seem to be fairly well balanced, the absence 
of inventory inflation leaves the fundamental industrial situation 
sound, and most concerns are in a healthy financial position. The 
present ease of bank credit should operate as a stimulus to business. 

The construction industry and the agricultural outlook are both 
encouraging, and there is no definite indication of any sharp change 
in business conditions in the hardware trade at present. 

Prices generally are steady and collections fair. 





September, 1927, Retail Trade 
Unchanged from 1926 


Retail trade sales in the United States 
during September remained on approxi- 
mately the same level as compared with 
the corresponding month last year, accord- 
ing to reports of 551 department stores 
and announced Oct. 10 by the Federal Re- 
serve Board. Sales of two mail order 
houses averaged 8 per cent larger during 
the month, and those of eight 5- and 10- 
cent stores about 11 per cent higher. 

Increases were reported in the New 
York, Boston, Atlanta and San Francisco 
Federal Reserve districts, but the Phila- 
delphia, Cleveland, Richmond, St. Louis, 
Kansas City and Dallas districts reported 
decreases, while in the Chicago and Minne- 
apolis districts they were in about the same 
volume as in September last year. 

Of the total number of stores report- 
ing for the country, 301 showed smaller 
sales or a decrease of only 0.1 per cent in 
comparison with last year, while in the 
New York Reserve District of 53 stores 
reporting, 23 showed an increase of 2.5 
per cent. 


Bank Debits Advance 20.9 P. C. 
Week Ended Oct. 5 


Debits to individual accounts reported 
to the Federal Reserve Board by banks in 
leading cities for the week ended Oct. 5 
aggregated $16,539,000,000, or 20.9 per cent 
above the total of $13,683,000,000 reported 
for the preceding week. 

Debits for the week under review are 
$2,339,000,000, or 16.5 per cent above those 
for the week ended Oct. 6, 1926. New 


York City reported an increase of $1,780,- 
000,000; Chicago, $152,000,000; San Fran- 
cisco, $121,000,000; Minneapolis, $39,000,- 
000; Cleveland, $36,000,000; Detroit, $28,- 
000,000 ; Boston, $25,000,000 ; Duluth, $23,- 
000,000, and Newark, $22,000,000. 
Aggregate debits for 141 centers for 


| which figures have been published week- 


646,940,000, as compared with $12,996,- 
362,000 for the preceding week and $13,- 
354,595,000 for the 
1926. 


Week’s Buying Power 68.7c., 
Says Prof. Irving Fisher 


announced Oct. 9 that the previous week’s 
prices, based on Dun’s quotations, aver- 
aged 145.5 per cent of the pre-war level. 
The September average was 144.7 and 
the third quarter 141.7. The purchasing 
power of the dollar was 68.7 pre-war 
cents, while for September purchasing 
power averaged 69.1, says the Journal of 
Commerce. 

Crump’s index for the week was 136.4. 

The Italian index for the, week ended 
Oct. 1 was 482.5, the September average 
483.8 and the third quarter 470.3. 





August Marked Turning Point 
in Business, Says Bank 


The business outlook for the remainder 
of this year is, on the whole, encouraging. 
Following the unseasonable spring weath- 
er, business was hesitant, with a slacken- 
ing tendency in numerous lines. This ap- 
pears to have been due largely to the feel- 
ing on the part of many producers and dis- 
tributors, that the then immediate situation 
offered little promise of profitable results 
by further expanding operations, says the 
First National Bank of St. Louis, Mo., in 
a recent market survey. Numerous fac- 
tors were responsible for this feeling, but 
it was primarily due to the unfortunate 
combination of an unusually late, wet 
spring, which made the crop outlook dis- 
couraging, and the widespread devastation 
wrought throughout the Middle West and 
South by the flood. These factors domi- 





nated business opinion for some months, 


| normal seasonal increase. 





| ly since January, 1919, amounted to $15,- | 


week ended Oct. 6, | 


Prof. Irving Fisher of Yale University | 





and despite the easy money situation gave 
little encouragement to the rank and file of 
business men. For several months the sit- 
uation was rather anomalous because of 
the unusual activity in the financial mar- 
kets, and, at the same time, a hesitant ten- 
dency in most lines of business. In the 
past six weeks, however, the adverse in- 


| fluences of the crop and flood situation have 


been decreasing in importance as crop pros- 
pects have steadily improved. Evidence is 
now accumulating that August probably 
marked the turning point of business for 
the time being. General business appears 
to be improving, and while the degree of 
improvement has been only moderate, it 
has been slightly better than the expected 
It should be re- 
called in this connection that for business 
merely to hold its own, at the levels cur- 
rent for the past year or more, would, of 
itself, be an achievement. Taking all fac- 
tors into consideration, there seems to be 
little ground for either pessimism on the 
one hand or extreme optimism on the other. 
It appears, rather, that the general condi- 
tion of industry, as measured by the stand- 
ards of the past several years, will remain 
in somewhat of a neutral position for some 
time to come. The country has been ac- 
customed, in recent years, to new standards 
of industrial and financial activity, and if 
we take into consideration the new level 
that the country has reached it is unrea- 
sonable to assume that each year will neces- 
sarily set new and higher standards. We 
must, of course, always make allowance 
for the fact that population is increasing 
and that the demands of our population are 
expanding. 


Third Quarter Looks Good 
to Atlantic Coast Shippers 


Industrial activity along the Atlantic sea- 
board will equal, if not exceed, during the 
next three months the volume of business 
handled in the corresponding period last 
year, according to a forecast made by the 
Atlantic States Shippers’ Advisory Board 
gathered at Atlantic City, N. J., Oct. 5. 

The forecast was made at the meeting 
of the Advisory Board gathered at the 
Ritz-Carlton Hotel with more fhan 500 in- 
dustrial and railroad representatives in at- 
tendance. The previous day’s meeting was 
the last one for 1927, and commodity re- 
ports submitted gave the carriers an ink- 
ling as to what may be expected in the 
way of car requirements for October, 
November and December. 

Representatives of a number of  busi- 
ness and industrial concerns declared that 
they expect substantial increases, and that 
the totals for the next three months will 
bring the year’s aggregate close to the 
1926 volume, when car-loadings were the 
greatest in railroad history. 
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Cooler Weather Is Stimulating Fall Sales 
—Little Change in Chicago Prices 








Additional Price Tendencies as Reported by Chicago Jobbers 


HARNESS, STRAP WORK AND HORSE COLLARS.—Leather has advanced again and 
when present stocks are sold out prices will have to advance from 10 to 20 per cent. Dealers 


are advised to place their orders for spring requirements now. 








(Chicago Office of HARDWARE AGE) 


CHICAGO, Oct. 18.—There is a steady improvement in the move- | 


ment of seasonal hardware lines as the fall season advances and the | 


weather becomes cooler. 


future buying of spring merchandise as yet, there is a start and 


While there is not much development in | 
| CHAIN.—Sales are very satisfactory 


| 


indications are for a good volume of this class of business a little | 


later. 


Prices remain steady, the only change to be reported this week | 


being a three cent drop on turpentine. 

While specifications for plates and sheets show some improve- 
ment in the Chicago area, mill operations continue at about 60 
Inquiries for structural steel are also in- 
creasing somewhat and are coming from a much wider territory. | 

Settlement of the coal strike in the Illinois and Iowa fields 
naturally means a resumption of employment and buying power. 
This fact is doing much to increase the already optimistic predic- 
tions for a good fall and winter business in this territory. 

Collections are fairly satisfactory and are running slightly ahead 


per cent of capacity. 


of this time last year. 


AUTOMOBILE ACCESSORIES. — 
While the active selling season is about 
over, there is still a very fair demand. 


We quote from jobbers’ stocks 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each: regular, 58c. each; Cham- 
pion X, 45c. each; Champon Blue 
Box line, 53c. each; A. C., 58c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. 

Spot Light. — Appleton, No. 3280, 


$6.50 each. 

Chains.—Non-skid, 
35 per cent discount. 

Jacks.—National Standard, 
$1.30 each. 

Pumps. 1% 
$1.85 each. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $8.75 each; regular 
cord, $6.60 each; gray inner tubes, 
30 x 314, $1.24 each; red inner tubes, 
30 x 3%, $1.45 each. 


AXES.—Axe prices remain steady and 
unchanged. Active sales reported. 


We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Single bit base weight 
axes, unhandled, at $14 per doz.: han- 
dled at $19.25 per doz.; double bit 
base weight axes, unhandled, at $19 
per doz.; handled at $24.50 per doz. 


BEVERAGE AND PRESERVING 
SUPPLIES.—The best selling season 
for caps, 


dozen pair lots, 


21, 


No. 


Rose, in. cylinder, 


year is bung tubes, both glass and 


aluminum. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Bottles and Caps.—Quarts, $8 per 
gross; caps, 18¢c. to 22c. per gross; 
stoppers, $2.25 per doz.; cappers, 


BOLTS AND NUTS.—There is an in- | 
creasing demand for carriage and ma- 
chine bolts. 


BUILDERS’ HARDWARE.—Prices are 
unchanged 
well. 





cappers and most beverage | 


supplies is over, but there are still | 


some fill-in orders. The article in this 


iine that sells best at this time of the | 


$8.50 to $9.50 per doz. 

Strainer Sets.—Strainer stand and 
strainer bag, $8 per doz. complete. 

Fruit Presses.—Enterprise, No. 6 
$6.25 each; Juicy Fruit, 3 qt., $3.50 
each; 6 qt., $4.30 each; 12 qt., $6 each. 

Canning Racks. —No. a single jar, 
70c. per doz.; No. 2, 8 jar $3.60 per 
doz.; 7 per doz. 


jar wrenches, 75c. | 


Prices are firm. 


from jobbers’ 
Carriage bolts, 
cent discount; 
rolled thread, 60-10 
machine bolts, cut 
thread 60 per cent discount; small 
machine bolts, rolled thread, 60-10 
per cent discount; all stove bolts, 
10 per cent discount; lag screws, 
per cent discount. 


stocks, 
eut 
small 


We 
f.o.b. 


quote 
Chicago: 
thread, 60 per 
carriage bolts, 
per cent discount; 


75- 
60 


and sales are holding up 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, $1.92 
per doz. pair, case lots—less quan- 
tities, 12c. per doz. pair higher; 4 x 4 
steel butts, old copper and dull brass 





finish, $2.64 per doz, pair, case lots— 
less quantities 12c. per doz. pair 


higher; heavy steel bevel inside sets, 

5.75 per doz. sets, case lots; steel 
bit- keyed front door sets, $1.45 per 
set; wrought brass bit-keyed front 
door sets, $2.49 per set; cylinder front 
door sets, $6 per set. 


with prices remaining unchanged. 
stocks, 
cow 


quote frem_ jobbers’ 
Chicago: %-in. proof 
chains, $8.50 per 100-lb. Tenso Bull 

Dog and Brown coil chains, 50-10 
per cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.—A 
good volume of orders is being re- 
ceived. Prices are firm. 

We quote from jobbers’ 
f.o.b. Chicago: Copper rivets 
burrs, 40-5 per cent discount. 

ELECTRICAL MERCHANDISE. — 
There are rumors of an early advance 
in the price of porcelain knobs, tubes 
and the like. Sales are very good. 

We from jobbers’ stocks 
f.o.b. Chicago: Electrical merchan- 
dise—No. 14 rubber covered wire. 
$6.50 per 1000 ft.; in 1000 ft. lots, $6; 


f.o.b. 


stocks, 
and 


quote 





No. 18 lamp cords, $12.50 per 1000 ft.; 
in 1000 ft. lots, $12; %-in. brush 
brass key sockets, 15%c. each; two- 
way plugs, 45c. each, in lots of 10, 
40c. each; two-piece attachment 
plugs, 7%c. each; dry cells, boxes of 
,29, 32%c. each; less than case lots, 
36c. each. 

Electrical Appliances.—Iron, Hot 
Point, $4.20; lots of six, $3.89; Sun- 
beam $5; lots of six, $4.72. Table 
stove, Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio ay 8 Eee Radio B batteries, 
No. 766, 40 each; No. 766, pack- 
ages of 10, MD 30; No. 767, $2 62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack~ 
ages of 5, $3.17; No. 772, $2.62 each: 
packages of 5, $2.41; No. 486, $3.5! 
each: No. 486, packages of 5, $3.33. 


lots 


Battery Chargers.—Apco line, 
of less than 10, $13.50 each. 


FILES.—Sales are steady and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list; Black Diamond files, 
50 per cent off list. 
GALVANIZED WARE.—Prices 
unchanged and sales are normal. 
We 
f.o.b. 
after 


are 


from jobbers’ stocks, 
Standard galvanized 
No. 1, $6:.No. 2, 
10 qt. galvanized 
after made pails, $2.12; 12 qt. $2.33: 
14 qt., $2.60; 1 gal. all galvanized oil 
cans, special, $2 doz.; 2 gal. $4 a 
doz.; 3 gal., $5.75 doz.; 5 gal., $7 doz.; 
1 bu. galvanized baskets, $6.20 doz,; 
No. 56 bu. bailed galvanized meas-« 
urers, $4.50. * 


quote 

Chicago: 
made tubs, 
$6.85; No. 3, $8; 
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GLASS AND PUTTY.—There is some 
improvement in the demand as the sea- 


son advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 89 per cent discount; single 
strength all brackets, 90-5 per 
cent discount; double strength A, all 
brackets, 89 per cent discount; double 


strength B, all brackets, 90-5 per 
cent discount; putty, pure grade, 
$4.25 per 100 Ib.; commercial, $3.50 
per 100 Ib. 


GOLF GOODS. 





season. 


We from jobbers’ stocks, 
f.o.b. Chicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each: Grand 
Siam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


quote 


HANDLED HAMMERS AND HATCH- 
ETS.—In spite of general complaint 
about lower volume of tool sales, this 
market reports much activity, and with 
a good share of the demand for the 
Prices remain firm 
and no changes seem in early prospect. 


warranted grades. 


HAMMERS.— 

We uote from jobbers’ stocks, 
f.o.b. icago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz. machinists’ ham- 
mers, first ee $9.20 doz.; com- 
petitive er 16 oz., nail hammers, 
$6 to $8 7 

HATCHETS.— 

We uote from jobbers’ stocks, 

f.o.b. Chicago: First quality hatch- 


ets, No. 2 shingling, $12.50 doz.; first 
quality hatchets, No. 2 broad, $16. 40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets, No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Axe and pick han- | 
dles, especially the better grades, are 
No recent price changes. 


selling well. 


We quote from jobbers’ stocks, 
f.o.b. Cheago: 
Axe Handies.—No. 1 hickory, $4 


doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—There is a good, steady de- 


mand. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in Cone, 4 in., 88c.; 5 in., $1.16; 6 
in., $1.28; 8 in., $2.05; 10 in., $3.45 per 
doz. pair; extra heavy . hinges, in 
bundles, 4 in., $1.21; 5 in., $1.49; 6 in., 
$1.53; 8 in., $2. 49; 10 in., $3. 71 per doz. 


HOCKEY STICKS.— 

We uote from jobbers’ stocks, 
f.o.b. Chicago: Boys’ Hockey stick, 
$2.00 doz.; Youths’ Hockey stick, $4. 06 
doz.; College Hockey stick, $8. 25 doz.: 
Professional Hockey stick, $20 doz.: 
practice pucks, $2.25 doz.; official 
pucks, $3.50 doz. 


HUNTING CLOTHES. — There 
been a 


the season advances. 


ICE CREAM FREEZERS.—Future or- 
ders for spring delivery are slow in 
starting. There is, however, still a fair 
volume of‘current business in spite of 


the lateness of the season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
at., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list: 10 qt., 


Sales are still holding 
up well considering the lateness of the 


has 
substantial advance in prices. 
The demand is increasingly active as 
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17.90 list; 12 qt., $21.50 list; 15 gqt., 
25.60 list; 20 qt., $33.20 list; 25 at 


$42.60 list; a 1 at. » list; 


$4.60 list; $5.45 : 4 ate $6 86 
list; 6 qt., ay 6 list; g fl $11.10 list. 
All the above less 50 per cent dis- 


count. Alaska, 1 qt., $2.05 list; 


a 12 at., 
qt., $17 list; 20 qt. $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt. enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


ICE SKATES. 





s a steadily in- 


creasing demand, and indications are 


for an exceptionally good season. 
We quote 

f.o.b. Chicago: 

men’s and boys’, 


from jobbers’ stocks, 
Key Clamp, Rocker, 
bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
Sanen’s and girls’, $1 pair. Key 
Clamp, hockey, men’s and boys’, $1.20 
pair. Half Key Clamp, hockey, 
women’s and girls’, $1.40 pair. Tu- 
bular skates, men’s or women’s, racer 
or hockey, $5.50 par. 


LANTERNS.—There is a marked in- 
crease in orders as the season advances. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Long or short globe 
tubular lanterns, $13 per doz. net. 

LARD PRESSES AND SAUSAGE 


STUFFERS .—There has not been cold 


enough weather to start sales as yet. 
We quote 
f.o.b. Chicago: Enterprise No. 25, 
qt., $8 each; No. 31, 6 qt., $8.65 each; 
No. 35, 8 qt., $9.50 each. 


NAILS.—Sales are keeping up 
mally with no recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Le.l. quantities com- 
mon wire and cement coated nails, 


from jobbers’ stocks, 
4 


current orders, $2.95 per keg base. 
PAINTS AND _ OILS.— Turpentine 


drops 3 cents; 
changed. Sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: 

Linseed Oil, Raw.—Barrel lots, 89c. 
per gal.; 5 barrel lots, 86c. per gal. 

Linseed Oil, Boiled.—Barre! lots, 
92c. per gal.; 5 barrel lots, 89c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
58%c. per gal.; steel drums, extra 
$6, returnable. 

Turpentine.—Drum lots, 66c. per 
gal. net. 

White Lead. —100- Ib. lots, * $13.75; 
50-Ib. lots, $7; 5-Ib. lots, $3.50; 
12%-Ib. lots, sison ‘ 

Shellac.—(4%4-lb. cuts), white, $2.60 


per gal.; orange, $2.30 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
Tie. 


Dry Paste.—Barrel lots, 
Ib. 


per 


PREPARED ROOFING.—Until winter 
weather arrives, roofing sales will be 


large. Prices continue unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade tale surfaced, $2.65 
og square; medium talc, surfaced 

r square; light tale surfaced, 
37. 20 per — red rosin sheathing, 
$57 per ton. 


PYREX WARE.—Sales are very good 
and dealers are advised to tie up to the 


national advertising now being done. 


We quote from jobbers’ stocks, 
f.o.b. Chicago. 
Bread Pans.—No. 212, $7.20 doz.; 


No. 214, $12 doz. 
New Handled Casseroles.—Round 


No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 6 a p} doz.; No. 633, $1 
doz. i <1 yh gue No. 642, $12 doz.; 


No. 


Pie Plates.—No. 208, $6 per doz.; 
No. 209, $7.20 per doz. 


nor- 


other prices are un- 











Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz 

ay * agua pea 231, "$8 doz.; 
232, $14 


Iced Fi meni per set. 


No. 


ROPE.—Demand is seasonably quiet 
and prices are firm. Orders for 1928 
are now being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila “se 


brand 23%c. to 26c. per Ib.; No. 
Maane. 22%c. per lb.; No. 1 ay 
144%c. to 16c. per Ib.; No. 2 sisal, 


13%c. to lic. per Ib. 


SAWS.—The demand is satisfactory 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Circular cord wood, 
20 in., $2.20 to $3; oe in” tans to te: 
24 in., $3 to $4.50: 26 in., $3.50 to $5; 
28 in., $4 to $6; 30 in., $4.75 to $6. 50. 


SASH CORD.—Prices are strong and 
sales are heavy. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$8.50 per doz. hanks; No. 8, $9.70 per 
doz. hanks. 


SASH PULLEYS.—There is a good 
steady demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common sense, 2 in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—The too-low price basis 


continues. Sales are large. 
We quote from jobbers’ stocks, 
f.o.b, Chicago: Flat head, bright 


screws, 75-20-35 per cent; round head, 

brass, 7244-20-35 per cent; flat head, 

brass, 72%4-20-35 per cent; round 

head, brass, 70-20-35 per cent. 
SKIS.—The interest in this sport is 
increasing very rapidly, and the deal- 
ers realize that it is quite important 
to carry a good stock to take care of 
the demand when it comes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 5 ft. Norway Pine skis, 
$1.05 per pair; 5 ft. Mahogany finish 
Magnolia skis, $1.60 per pair; 5 ft. 
Northern White Ash, $1.85 per pair. 


SLEDGES AND WEDGES. — Sellers 


report a very active demand. Prices 
are without change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or  black- 
smiths’ sledges, 5 lb. and heavier, 
10c. per Ib.; common wood choppers 
wedges, 7c. per Ib. 


SOLDER AND BABBITT.—Prices are 
still quite weak, though with no actual 
change this week. Sales are good. 

We quote from _ jobbers’ stocks 


f.o.b. Chicago: Warranted 50-56 
solder, $38.50 per 100 Ib.; medium 
; tin- 


45-55 solder, $37.50 pe 100 Ib. 
meee, 40-60 solder, $36.50 per 100 Ib.; 
a, speed babbitt metal, $20 per 
standard No. 4 babbitt metal, 
313 per 100 Ib. 


STEEL SHEETS.—The demand is 
somewhat better. All the best makers 
are Pgs prices firmly. 
mate ~~ jobbers’ stocks, 
f.o ey Cc Zo: gage galvanized 


sheets, $8. 30 per iso Ib.; 28 gage black 
sheets, $4.20 per 100 ‘Ib. 


STOVE PIPE AND ELBOWS.—The 
demand is very active with stocks now 
= Prices as last reported. 
°° uote from en stocks, 
4 28 gage in. Blued 
at ag c. per ft.; 5° gage, 6 in. 
Corrugated Elbows, "$1.4 45 per doz.; 
17 in. Galvanized Coal Hods, $4.85 
per dozen; 17 in. Competition Coal 
Hods, $4.35 per dozen. 























TOYS.—Dealers are realizing each year 
how important it is to get in their or- 
ders for toys early, in order to obtain 
a good assortment. Some factories are 
already very much behind on deliveries. 
Indications are that it is going to be 
a very good toy year. 

TRAPS.—Fall sales are coming along 
very well. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0, $1.10 per doz.; 
No. 1, $1.38 per doz.; No. 1%, $2.44 
per doz.: No. 2, $3.36 per doz. 





‘WIRE PRODUCTS.—Sales are season- 


ally normal—only fairly active. Prices 
are without recent change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
catch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—Prices are unchanged 
and the demand is satisfactory. 
We 


quote from jobbers’ stocks, 


Little Change Noted in New 
England Hardware Trade and Values 


(Boston office of HARDWARE AGE) 


} 


BOSTON, Oct. 18.—A canvass of the New England retail and job- | 


bing trade this week reveals little change in the volume of passing | 
Certain retail dealers feel that business in 


business and in values. 


paints, storm window accessories, stove pipe, stoves, stove boards 
and miscellaneous other items has been speeded up by the first real 


fall weather of the season. 


And yet, that fact is not reflected to 


any appreciable degree in jobbing circles, the jobbers maintaining 
that sales are holding on about an even level in the goods specified. 
Some jobbers feel that bookings of futures shows an improvement, 


yet here again the betterment is not general. 


Jobbers collectively 


are frank to admit that the volume of business is not as large as 
anticipated, but they add it is likely to run ahead of 1926 in the 


final accounting for this year. 


Hardware values in general are not 


as high as they were in 1926, and because of the nature of retail 
business it costs the jobber more money to do business today. It is | 
largely because of these conditions that jobbers are not as optimis- 


tic as they might be. 


After all is said, however, the jobbers are prosperous, and an 
unusually large number of retail dealers have invested money in 
store windows, counters and other things to make their establish- 
ments more attractive to the public, consequently they can hardly 


be classified as “broke.” 


The number of failures in the retail hard- 


ware trade so far this year have been remarkably small if compari- 


son is made with the bankruptcies in other retail fields. 
fire also have been comparatively small. 


Losses by 
It would therefore seem as 


though the New England hardware trade has a lot to be thankful for. 





ASH CAN TRUCKS.—There is a 
steady although not large movement of 
ash can trucks out of jobbing and re- 
tail stores. So far this fall jobbers 
have sold more of them than they did 
last year. 
We quote from Boston 
stocks: 
Ash Can Trucks.—Little Man, 
per doz. net; Senior, $28. 
ASH SIFTERS.—A stepping up in the 
demand for ash sifters is reported by 
leading jobbing houses here. It is ap- 
parent that retail dealers allowed their 
stocks to dwindle to small proportions. 
A sudden public demand caught the re- 
tail trade short. 


We quote 
stocks: 

Ash Sifts.—In lots of less than two, 
$2.35 each net; crates of two, $2.17. 
Square, in dozen lots, $5.75 per doz., 
round, No. 19, $3.68. 


jobbers’ 
$30 


from Boston jobbers’ 





BIG BOY TOYS.—In common with 
other toys there is good buying of Big 
Boy Toys for delivery a little later in 
the year. This line of toys has been 
very popular in New England the past 
six months or so. 


We quote from Boston jobbers’ 
stocks: 
Big Boy Toys.—White dump truck, 


$4.50 each net; steam shovel, $1.83; 
steam digger, $2.63; chemical truck, 
$5; tank truck, $4.50; portable steam 
excavator, $4; structo giant grab 
bucket, $18 a doz. net; structor sand 
loader, $12. 


BOILER LIQUID, ETC.—As in the 
case of other things required to make 


homes warm and comfortable and heat- | 


ing appliances efficient, there is a sus- 


tained call for boiler liquid and similar | 


merchandise. 


We quote 
stocks: 


from Boston jobbers’ 


| 
| 
| 
| 
| 
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f.o.b. Chicago: Agricultural wrenches, 


60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list;  Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 
Snap-on Wrenches. — Radio and 


electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 


No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket Set, 


$3.70; No. 1817 Giant ‘Snap-on’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Hercules tile and Porcelain 


cleaner, $2.00 per dozen in gross lots, 
$1.90 per dozen. 
Hercules Radiator Stop Leak, 8 


ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 
Hercules boiler liquid, 
$2 each. 
CEMENTS.—AIll kinds of cements, 
patching plaster, stove lining and crack 
filler likewise are in demand. The re- 
cent sold snap is held accountable for 
the current volume of sales. 
We 
stocks: 
Stove Lining.—Rutland, No. 3, $2.16 
per doz.; No. 6, $3.60; No. 10, $5.04. 


quart cans, 


quote from Boston jobbers’ 


Patching Plaster.—No. 3, $1.80 per 
doz.; No. 6, $3; No. 10, $4.20; No. 
15, $6. 

Crack Filler.—No. 1, $1.80 per doz.; 
No, 2, $3; No. 3, $4.20; No. 5, $6. 

Furnace Cement. — Black, in 1-lb. 
cans, 9c. per Ib.; in 5-lb. cans, 7c. 


per Ib. 

Roofing Cement.—In 1-lb. cans, lic. 
per lb.; in 3-lb. cans, 18c. per Ib.; 
in 5-lb. cans, 12c. per Ib. 

Iron Cement.—In 314-0z. packages, 
$14.40 per gross. 


Liquid Roof Cement.—In gallon 
containers, $1.20. 

Pine Joint Cement.—In 1-lb. pack- 
ages, 20c. 


CHIMNEY CLEANERS.—That people 
have found it necessary to clean out 
chimneys is attested by the pickup in 
demand for cleaners. Sales for the past 
week were larger than for any similar 
period in months. 


We quote from Boston jobbers’ 
stocks: ° 

Chimney Cleaners.—Imp Soot De- 
stroyer, % per doz. packages, net. 


COAL HODS.—AII kinds and makes of 
coal hods have enjoyed a broader mar- 


ket of late. Retailers, as a rule, are 
taking good assortments. 
We quote from Boston jobbers’ 
stocks: 


Coal Hods.—Galvanized, with wood 
handle, No. 515, $4.44 per doz. net; 
No. 516, $4.80; No. 517, $5.15; No. 518, 


= Japanned, No. 6, $3.44 per doz. 
net. 
DRAIN PIPE CLEANER.—Although 


business is not brisk, the movement of 
drain pipe cleaners out of jobbers’ 
stocks is increasing. 


We quote from Boston jobbers’ 
stocks: 

Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 
Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 


2-lb. size is packed in one and two 
dozen cartons. 
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FLUE SCRAPERS.—“We have had an 
exceptionally good run on flue scrapers 
the past week, and cannot account for 
the sudden influx of orders,” is the way 
one jobbing house puts it. 


We quote from Boston jobbers’ 
stocks: 

Flue Scrapers.—Stove, No, 05, 60c. 
per doz, net. 


GARAGE DOOR SETS.—New Eng- 
land building in general may be less 
than it was a year ago, but garages 
continue to spring up over night like 
mushrooms. Naturally there is a steady 
consumption of garage hardware. 


We quote from Boston jobbers’ 
stocks: 

Door Sets.— Garage, Stanley, No. 
T2505J, 8 ft., $5.89 per set; No. 2510J, 
with track, $6.27; No. 1776J, $3, in 
lots of six sets, $2.50; No. 1777J, $7.13. 

Holders.—Stanley, No. 17743, $1.87 
per pair net, in lots of six pair, $1.65; 
No. 17733, $3.34. 


GOLF SETS (TOY).—It is evident that 
the retail trade have taken strongly to 
golf sets on the belief that such toys 
will meet with popular favor during the 
Christmas trade. 


We quote from Boston jobbers’ 
stocks: 

Golf Sets.—Toy, Marks & Co. line, 
No. 86, for children 5 to 8 years old, 
$8 per doz. net; No. 118, for children 
9 to 14 years old, $20. La Velle line, 
No. 331, $1.67 each net. 


IRON AND STEEL.—The movement of | 


iron and steel out of local jobbers’ 
stocks is approximately 30 per cent 
larger than it was a month ago. Com- 
petition among sellers is very keen and 
prices are more or less elastic. 


We quote from Boston jobbers’ 
stocks: 

Steel.—Soft steel bars, $3.2514 per 
100-lb. base; flats, $4.15; plain con- 
erete bars, $3.26%4; deformed con- 
crete bars, $3.26%4; tire steel, $4.50 to 
$4.75; open- -hearth spring steel, $5 
and $10; crucible spring steel, $12; 
bands, $4.011%4 to $5; hoops, at $5.50 to 








$6; half rounds, $4.90; ovals, $4.90; 
hexagons, $3.264%4; cold-rolled steel, 
$3.95 to $4.45; toe-calk steel, $6; 
structurals, angles and beams; 
$3.3614 ; plates, $3.36%4 to $3.59. 

lron.—Refined, iran bars, $3.26%; 
best refined, $4.60; Wayne, $5.50; 
Norway iron rounds, $6.60; squares 
and flats, $7.10. 


RAKES.—Jobbers report quite a little 
belated buying of lawn rakes. Retail- 
ers are ordering cautiously, however, 
not wishing to carry any stock over the 
new year. 


We quote from Boston jobbers’ 
stocks: 

Rakes.—Wooden lawn, three bow, 
Hub, $8.75 per doz. net; steel, $9. 
Rugg, steel, No. 37X, $10 per doz. ; 
is hay, two bow, $6.90; steel, 


SKATES.—Recent snappy days created 
a somewhat better demand for roller 
skates, but the market can hardly be 
called active. The demand for ice 
skates is very slow. Jobbers feel re- 
tail dealers carried over sizable stocks 
last winter. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Union line, men’s No. 
52414, $1.36 per pair net; No. seit: 
$1.74; No. 924, $3.31; No. 1924% 
$3.12; No. 1624, 89c.; No. 162414, $1. 24: 
No. 1824, $2. 06. Hockey and figure 
No, Ox3, — Canadian hockey, 
No. 5%, $1; . 7, $1.67. Ladies’, No. 
52, 97¢.; No Neel, $1.17; No. 562414 
$1.49; No. 57241, $1.92; No, 5924% 
$3.50; No. 524%, $1.62; Children’ s bob 
skates, 45c, 

Roller Skates.—Union line, No. 2, 
70c. net per pair; No. 3, 75c.; No. 10, 
$1.10; No. 5, $1.45 


STEPLADDERS. — Stepladder sales 
hold up well and are considerably in ex- 
cess of those for the corresponding 
period last year. Jobbers say the aver- 
age retail dealer carries a much better 


| assortment than he did a few years ago. 


We quote from Boston jobbers’ 
stocks: 

Stepladders.—Paris line, 3 ft., $1.60 
each net; 4 ft., $2.14; 5 ft., $2.67; 6 


| ft., $3.20; 7 ft., $3.73; 8 ft., $4.27; 10 
ft., $5.34. 

Nappannee.—No. 211, 3 ft., 90c. 
each net; 4 ft., $1.20; 5 ft., $1.50; 6 
ft., $1.80; 7 ft., $2.10; 8 ft., $2.40. 


STOVES. — Encouraging reports are 
had from jobbers regarding sales of 
gasoline cook stoves. Sales in Connec- 
ticut and Rhode Island have been in a 
larger ratio than in Massachusetts, 
Maine, New Hampshire and Vermont, 
but the last three States appear to be 
coming ahead well just now. 

| We quote from Boston jobbers’ 








stocks: 

Stoves.—Colman, gasoline, cook: 

} Each _ 

| PO; Bak, SB OG ask odissccaeess $22 

No. 214, 3 burners.... ae 
No. 623, 4 burners 33 
No. 625, 4 burners 52 
OR Se eg eee ee 15 
BEG. ~ Shey B WUT. occ cccevccccce 26 
| ee i ee, eee 30 
oe. St eee 46 
BOG,  2Eks BD WMUMOTG 6 ooo os escbsccee 17 
ae rer 19 


TRAPS.—Some of those retail dealers 
who thought their carry-over stocks 
would be sufficient for this fall’s busi- 
ness have found it necessary to order 
game traps. Such traps, however, do 
not sell as freely as they did several 
| years ago, presumably because of the 
growing scarcity of game. 

We quote from Boston jobbers’ 
stocks: 

Game Traps.—Gibbs line, two trig- 
ger, 15 dozen to the barrel, $5 per 
doz. net; single grip, No. 1, 35 dozen 
to the barrel, $1.88; No. 2, 18 dozen to 
the barrel, $3.35; No. 3, 15 dozen to 
the barrel, $5.50; No. 4, 10 dozen to 
the barrel, $6.70. 


WEDGES.—In common with the de- 
mand for axes, there is a consistent yet 
not great call for wedges and mauls. 


We quote from Boston jobbers’ 
stocks: 
Wedges.—Popular makes, 814c. per 
lb. net. 
Mauls.—Wood choppers, 50 and 10 
per cent discount; ship and top, 50 
and 10 per cent discount. 











Jobbers Report Individual Orders Are Small 
in New York Market—Sales Equal Last Year 


NEw York, Oct. 18.—Hardware jobbers in this market report that 
the numbers of orders being received at the present time would be very 
satisfactory were it not for the fact that so many individual orders are 
running much smaller than the normal average. At that the majority 
of reports suggest that current business in this market is on a par with 
sales of the same period of last year. 

Staple items and builders’ hardware continue fairly active with strict- 
ly fall merchandise having a moderate demand. There is some price 
competition reported, but it appears to be a strictly local proposition 
and not the result of any basic changes by manufacturers. 

Both wholesalers and retailers take an optimistic view of the outlook 
for October business and believe that holiday trade will set a new 


record. 





AXES.—Moderate demand. Prices are 
unchanged and local stocks are satis- 
factory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Axes, Jersey pattern, 3% to 4% 
Ib., $1.82%4 each; 4 to 5 Ib., $1.88 
each. Box lots extra 5 per cent. 
New England pattern, 3 to 4 Ib., 


| 
| 


$1.77 each; 3% to 4% Ib., $1.82% 
each. Dayton pattern, 3% to 4% Ib., 
$1.82%4 each; 4 to 5 Ib., $1.88 each; 
box lots of Dayton extra 5 per cent. 

Rockaway pattern, 3 to 4 _Ib., 
$1.81144 each; 3% to 4% Ib., $1.87 
each, and 4 to 4% Ib., $1.92 each; 
box lots extra 5 per cent. 

Boy’s axe, $1.14 each, box lots ex- 
tra 5 per cent. Boy Scout axe, with 
sheath, $1.18%4 each; box lots extra 


5 per cent. Boy Scout axe, hg 9 
| sheath, $1.00 each; sheaths only, 16% 
cents each. 


House axe, $1.11 each, box lots 5 
| per cent extra. 
| N. B.—There are six axes to a box. 


| BATTERIES.—Continue very active, 
| particularly batteries intended for radio 
use. Both wholesale and retail prices 
appear steady. Local wholesale stocks 
are considered satisfactory. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Dry cells, No. 6, ignition type, 
32%c.; No. 7111, same type, 35%%c. 
each, 

B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No, 772 (ver- 
tical type), $2.62 each; in units of 5 
$2.44 each; heavy duty vertical type, 
No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each. 


BOILER LIQUID, ETC.—Good demand 
continues. Local stocks are adequate. 
| Price on Hercules boiler liquid was re- 
| duced last week from $2.25 to $2 each 
for the quart size. 
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JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Hercules tile and porcelain 
cleaner, $2 per dozen; in gross lots, 
$1.90 per dozen. 

Hercules Radiator Stop Leak, § oz. 
cans, 1, 2 and 3 dozen cans to a car- 
ton, $4.50 per dozen. 

Hercules boiler liquid, 
$2.00 each, 


quart cans, 


BOLTS AND NUTS.—This and other 
staples active at the present time. 
Prices firm in this section and stocks 


are ample. 


JOBBERS’ ro he ages - TO RE- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, % by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 
Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 


CARPET SWEEPERS.—Activity 


Heavy holiday demand expected soon. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Carpet sweepers, Standard, $3.00 
each; Universal japanned, $3.50 each; 
Universal, nickel plated, $3.83 each; 
Grand Rapids, japanned, $3.67 each; 
Grand Rapids, nickel plated, $4.00 
each; Elite, $5.00 each; Princess, $4.17 
each and American Queen, $4.50: each. 
Sterling, $2.10 each. 


CLOCKS.—Current demand is good at 
Stocks are satisfactory. 
Trade is preparing for active holiday 


steady prices. 


season. 
JOBBERS’ by fot hh ae i. RE- 
TAILERS, F.0O.B. NEW YOR 


Alarm clocks, Big Ben, Rohn lots, 


$2.29; dozen lots, $2.21; 2 dozen lots, 
$2.15; same luminous, broken lots, 
$3.16; dozen lots, $3.06 and 2 dozen 


lots, $2.97. 3aby Ben and Baby Ben 
luminous take same respective prices. 


Ben Hur, broken lots, $1.76; dozen 
lots, $1.70; and 2 dozen lots, $1.65; 
same luminous, broken lots, $2.46; 
dozen lots, $2.38, and 2 dozen lots, 

9 29 

Black Bird, luminous dial, broken 
lots, $1.76; dozen lots, $1.70 and 2 
dozen lots, $1.65. Blue Bird, broken 
lots, $1.22; dozen lots, $1.19 and 2 
dozen lots, $1.15. Sleep Meter, 
broken lots, $1.40; dozen lots, $1.36; 
and 2 dozen lots, $1.3 Jack-O-Lan- 
tern ‘luminous dial, emes lots, $2.10; 
dozen lots, $2.04 and 2 dozen lots, 
$1.98. America, broken lots, $1.05; 
dozen lots, $1.02 and 2 dozen lots, 99 
cents. 

Auto clocks, Westclox, plain, 
broken lots, $1.76; dozen lots, $1.70 
and 2 dozen lots, $1.65; same lumi- 
nous, broken lots, $2.46, lots, 


dozen 
$2.38 and 2 dozen lots, $2.32. 


DRAIN PIPE CLEANER.—Demand is 
satisfactory, with prices firm and stocks 


in good condition. 
JOBBERS’ QUOTATIONS TO RE- 


TAILERS, F.O.B. NEW YORK: 
Economy plumber, drain pipe 
cleaner, $2.00 per dozen 1-lb. cans. 
Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 
2-lb. size is packed in one and two 


dozen cartons. 


FRUIT PRESSES.—Local demand con- 
tinues active. No price changes. Stocks 


apparently adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, cast iron base 
plunger, tinned, capacity 3 qt., $3.60 
each, capacity 6 qt., $4.50 each; 
same with removable steel legs, and 
12 qt. capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished oak tubs, No. 0 plain tub, 
$6.00 each. Same with hinged tubs, 
No. 22, $7.50 each; No, 22, $8.50 each; 


and 


in- 
creasing. Prices firm and stocks good. 


| SASH CORD.— 
| tinues, with local wholesale stocks sat- 


} 











| for all kinds of lanterns. 
very firm. Local jobbers’ stocks are in | 


No. 22%, $10.50 each; No. 23, $13.50 
each and No. 24, $18.00 each. 


Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 
Meat juice extractors, 95c. each. 


Beef tea presses, 65c, each; potato 
ricer, 374%4c. each. 

Fruit crushers, galvanized _ steel 
hopper, aluminum frame and holder, 
capacity 50 Ib., $6.25 each; same with 
double roller and wood hopper, $10.00 
each; same as latter with fly wheel 
instead of handle, $11.25 each. 


FOOD CHOPPERS.—Very active at 
Local wholesale stocks 


steady prices. 
satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Food choppers, Universal No. 00, 
$1.25; No. 1, $1.52; No. 2, $1.86, and 
No. 3, $2.37 each. Universal meat 
chopper, $2.20 each. 

Russwin food chopper, No. 1, $1.50 
each; No, 2, $1.83 each; No. 3, $2.33 
each. 

oiunterprise meat chopper, No. 5, 

.25; No. 10, $3.82; No. 20, $8.00; 
a 12, $3.65; No. 22, $6.36, and No. 


32, $7.75 each. 


good condition, it is reported. 


JOBBERS’ ST rae tt ze. RE- 
TAILERS, F.O NEW YOR 

Lanterns, ityle, 62M%c. hang ‘Vie- 
tor white globe, 66%c.; Victor, 
ruby globe, 83%c.; Blizzard, No. 2 
$1.081%4; Monarch, white globe, 66%c.; 
Monarch, ruby globe, 83'4c.; Little 
Wizard, 75c.; D-Lite, $1.08%4; D-Lite, 
with large fount, $1.19; Sport, 46c. 

Junior Wagon, $1.50; Buckeye, 
Dash Lamp, $1.1634, and No. 39, Rail- 
road, $1.58%, and No. 30, Beacon, 
$2.624%4 each. 

N. B.—On all 
lowance of 25 
made on orders of 
more, 


except Hylo an al- 
cents per dozen is 
three dozen or 


NAILS.—Price competition continues 
So called an- 
nounced price is $3.35, base, per keg, 
but rumors are current of shadings 
from 10 cents to 20 cents per keg. De- 
mand is good and local wholesale stocks 
ample. 


very keen on wire nails. 


ROLLER SKATES.—Active demand re- 
| ported at firm prices. 


ered satisfactory. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Roller skates, extension model, 
steel foot plate, plain steel rolls, web 
heel and toe strap, 72 cents per pair; 
same with steel toe clamps, 78 cents 
per pair. Boys’ ball bearing, exten- 


sion skates, $1.42 per pair; Girls’ ball 
bearing skates, $1.52 per pair. 
Accessories, key, 2% cents each; 
skate wheel with ball bearings, 10 
cents each; ball bearings, 15 cents 
per 100; axles, 3 cents each; toe 


cents per pair; cotterpin, 


clamp, 12 
100; axle nuts, $1.00 per 


15 cents per 


100; axle nut washers, 60 cents per 
100; adjustment binding nuts, 65 
cents per 100, and adjustment bind- 


ing bolts, 65 cents per 100. 


Stocks consid- 


6 is Se. 


No. 7 is lc. higher and No. 
higher on all brands. 


| SCREWS.—Prices appear steady, with 
| local demand good. 


Stocks are ade- 


| quate, 





| LANTERNS. — Demand is consistent | 
Prices are 





ROPE.—October sales continue to show | 


some improvement. 
condition with wholesalers. 


cents. 


Steady demand 


isfactory and prices unchanged. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 3lc., and Phoe- 
nix No. 8, 38c. to 39c. 


Stocks are in good 
Prices un- 
til Oct. 31 are: Manila rope, No. 1, 24 
' cents; No. 2, 22 cents, and No. 3, 20 


con- 


SPARKLET SYPHONS 
tinues good. The trade is planning for 
a good volume during the holiday sea- 
son. 
firm. 


JOBBERS’ QUOTATIONS xe. RE.- 
TAILERS, F.O.B. NEW YORK 

Screws, flat head, bright iron, 75- 
20-10-10-10-10-10; round heads, blued, 
72% -20-10-10-10-10-10; round head 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 


.—Demand con- 


Stocks are satisfactory and prices 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Sparklet syphons, No. 41, $4.25 
each; in lots of six or more, $4.00 
each. Sparklets, 9 7/12c. each packed 
in cartons of one dozen. Sparklet 
syrups, 50c. per pt. bottle. 

Extra parts, pin washer, 15c. each; 
piercing pin, 15c. each; tube and 
washer, 50c. each; tube washer, 1L5c. 
each; head complete, $2.00 each, and 
Sparkler holder, 50c. each. 

| 
STOVE SUNDRIES.—Cooler weather 


has helped the sale of these items. De- 
mand is normal and prices are un- 
changed. Local wholesale stocks are 


considered adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Stove pipe, No. 28 gage, black iron, 





12 lengths in a bundle, 4 in, 13%c. 
each; 4% in., 15c. each; 5 in., 16%4c.; 
5% in., 18c.; 6 in., 2lc. each, 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a bundle, 4 in 131%4¢.; 
4% in., 14c.; 5 in. l5e. ‘bY in., 
161 »c.; 6 in., 18 ye each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 8%c.; 4% in., 9c.; 5 in., 
9c. 5M, in., 10c.; 6 in., 10ise. ; " i, 
13¢, each. 

Flue stops, tin rim, lacquered, ad- 
justable steel hoops 8 3/16 in, diam- 
eter, 12 in a box, 64c. each. 

Stove pipe rings, tin, lacquered, 
12 in a pac kage, 4 in., 3%c. each; 
4% in., 3%c.; 5 in., 4%c.;' 5% in., 
44e.; + @ Jn, be.; 7 in. 6c. each. 

Stove lifter and shaker, cast iron, 

- length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c, each. Same with loop 
handle, 12 in a box, 74%4c. each. Stove 
pokers, nickel plated, cold spiral 
handle, 12 in a box, No. 7, 7c. 
each; No. 8, l6c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 


ft., $1.00 arid 6 ft., $1. i6 each. 









Flue scrapers, plac k iron, 30 in. 
long, 12 in a bundle, 4c, each. 

Fire shovels, one piece steel, ja- 
panned, 3 in a bundle, No. 54, 5%4c. 
No. 56, 514c.; No. 57, 9c. each, 
vanized A BE a No. 256, 7%c.; No. 
257, lle. each. Extra heavy, one 
piece japanned scoops, 6 x 9 in, 
capped end, 164%4c. each. Neverbreak 
fire shovel, 37c. each, 

Stove boards, 30 x 36 in., $1.40 
each; 32 x 42 in., $1.73 each; 18 x 
18 in., 58c.; 24 x 24 in., T1c.; 26 x 26 
in., 78e ane. ae th, Se? es ae 
in., $1. 3: 32 x 32 in., $1.22; 35 x 35 
in., $1.52 each. 

WATCHES.—Steady sale. This, too, 
will be a very active holiday item. 


| Prices are steady. Stocks are in good 


condition. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK 
Watches, Pocket Ben, broken ‘ate. 
$1.05; dozen lots, $1.02; 2 dozen lots, 
99c. Glo-Ben, luminous, broken lots, 
$1.58; dozen lots, $1.53 and 2 dozen 
lots, $1.49. 
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Pittsburgh Reports Trade Quiet— 


Retailers to Make Holiday Trade Drive 


(Pittsburgh office of HARDWARE AGE) 

PITTSBURGH, Oct. 18.—Hardware business in this district still | 
leaves something to be desired, but in that respect this line is no | 
different than others, general business in the Greater Pittsburgh 
area reflecting the fact that industrial activity is at a rather low 
ebb and the profits of the leading industries are limited by the fact 
that production is more than ample for wants, while competition for 
orders is keen. Hardware business, stated another way, is as good 
as business in general, and the general lack of optimism in the re- 
ports as to purchases probably is partly due to the fact that it is too 
early for any considerable activity in holiday goods and staples re- 
flect little inclination on the part of distributers to anticipate their 
needs. It is encouraging to note that retailers are making prepara- 
tions for a real drive for their share of the holiday toy business this 
year and are not going to let it all go to the department stores. It 
remains to be seen, however, whether local jobbers will take the cue | 
and go in heavily for these goods, because former experiences have 
not been altogether happy ones. It is an activity that calls for | 
earnest and sustained endeavor and like the handling of radio sets 
is something that jobbers are probably better off not venturing into 
unless they intend to stay by it and cultivate it from every conceiv- | 
able angle. 

Croquet sets and tennis racquets are slightly lower in new price | 
lists recently issued. Revised prices on Kiddie Kars also show a | 
slight decline compared with former prices. Corn huskers, which | 
are in good demand just now, also are lower. Jobbers have finally 
reflected in their prices the 10 per cent advance made by manufac- 
turers of hunting clothing and the increased cost of leather is seen 
in advances of 20 to 25 per cent in revolver holsters called for, 








which is stimulated by the opening of the hunting season. Collec- | 
tions still are reported to be rather slow. 
ACCESSORIES. — No. 1661, | 


AUTOMOBILE 
These lines wait on cold weather for 
sales stimulation. There is hardly any 
sale yet in the anti-freeze radiator 
compounds. Jobbers quote: 
Alcohol.—In barrel lots, 49c. 


drums, $2.25 per 
$2.30; 3-gal. cans. 


to dic. 


55-gal. 
gal.; 30-gal. drums, 
$2.45. 


Chains.—Lots of 1 to 9 pairs, 30 per 
cent off list; lots of 10 to 49, 35 per 
cent off list; lots of 50 or more, 40 
per cent off list 


Freezmeters. — Best, 60c. each; 
good, 45c. 

Hydrometers. — Standard makes, 
65c. each. 


BATTERIES.—Demand is constant and 
sales volume is good and steady. Job- 
bers quote: 


Broken Unit 
Packages Packages 


$0.97 
-3 





No. 6 dry cells, ignition type unit 
packages, 32%4c. eac 
yer —No. 355, 9%c. each; 
=. 9%c.; No. 790, 18%c.; No. 
c. 


Oe, : No. 750, 18%c.; No. 761, 25c. 





Hot Shot.—No. 1461, $1.67; 
$2.37. 


BOLTS, NUTS AND RIVETS.—There 
is still variation in the resale discounts 
on bolts and nuts, hardware jobbers 
finding it hard to do better than 62% 
per cent off list, while 60 per cent is 
firmly quoted by supply houses. Manu- 
facturers are very firm on prices and 
quoting as high as 55 per cent off list 
on small lots, chiefly for the purpose 


of diverting small lot business to the | 


jobbers. There is not much activity. 
Jobbers quote: 
Bolts.—All styles except stove and 
tire bolts, per 100 pieces, 60 to 62% 
per cent off list; stove bolts, 75 and 
10 per cent off list; tire bolts, 50 and 
10 per cent off list. 
Nuts.—All styles, 
cent off list. 
Rivets.—Large, $3.50 base, per 100 
pieces; small wagon and _ tinners’ 
rivets, 60 per cent off list. 
BUILDERS’ HARDWARE.—Business 
is described as only fairly active; much 
of the building activity is in large 
downtown structures, much of the 
hardware for which is being supplied 
from outside the city. Prices are firm. 
Jobbers quote: 
Butts.—Ball tip, plated, dull brass 


60 to 62% per 





antique copper, less than case 
3 in. x 3 in., $18.50 per 100 pair; 
x 3% in., $19; 4 in. x 4 in., 


and 
lots, 
3% in. 
$30. 
Hinges.—Heavy strap, 6 in., $1.85 
per doz.; 8 in., $2.95; 10 in., $4.80; 
extra heavy, T, 6 in., $2.30 per doz.; 
8 in., $3.40; 10 in., $5.40; light strap, 
with screws, packed one pair in a 


box, 3 in., $9. 60 per 100 pair; 4 in., 
$11.60; light, T, 3 in., $11 per 100 
pair; 4 in., $12.60. 


Hasps.—Hinge, without screws, sin- 
gle dozen lots, 3 in., 65c. per doz.; 442 
i... yeess n., $1. 05; safety, 3 in., 
97. per doz.; 4% in., $1.14; in., 
$1.60. 


Garage Sets.—Swinging hinges, 10 


in., $3.10 per set. 
CROQUET SETS AND TENNIS 
RACQUETS.—Prices for 1928 will be 
slightly lower than those of the past 


year. 
GAME TRAPS.—tTrapping is more 


| active than it has been and the move- 


ment of traps is good. Jobbers quote: 


Victor, No. 0, $1.10 per doz.; No. 1, 
$1.38; No. 1%, be im 2 $3.36: 
jump, No. 0, $1.5 59; No. $1.83; coil 
spring, No. $1. 28; Gibbs, 2- -trigger, 
$5 per doz. “ingle grip No, 1, $1.88: 
No. 2, $3.35: N No. 3, $5.50; No. 4, $6.70. 


GUNS AND LOADED SHELLS.— 
Seasonally good movement of shells is 
noted and guns are finding increasing 


call. Jobbers quote: 
Shells.—Repeater or Nitro Club 12 
gage, 3 in. x 1% in., $32.22 per 1000; 


chilled, $34.17 per 1000, with other 
loads in proportion. 

Guns.—Winchester shotgun, Model 
1912, $37.50 each; Savage, Model 1921, 
$37.50 each; Remington, Model 17, 
$37.54. 

HARVEST SUPPLIES.—Corn huskers 
are 10c. to 20c. per dozen lower. Good 
demand still is reported for them, the 
new prices being 65c. to $2.40 per dozen. 
Sisal fodder twine also is moving well 
at 12c. per lb. for No. 1 grade. 


HEATERS.—Lively interest is seen in 
both oil and gas heaters, as usual when 
it is too mild to start the main house 
heating plant and there is a need to 
take off the chill. Jobbers quote oil 
heaters: 

Nesco, No. 12, $3.75 each; No, 15, 
$4.75 each; No. 016, $5.50 each. Re- 
liance, No. 20, $4.60 each; No. 30, $6 
each. 

HEATING ACCESSORIES.—This line 
is not disappointing to those who ex- 
pect good demand at this time of the 
year. New and slightly lower prices 
have been announced on Gem radiator 
shields. Call is particularly good for 
this article. 

Stove Boards.—Square, wood lined, 
24 in., $12.60 per doz.; 28 in., $18 per 
doz.; 30 in., $20 per doz.; 36 in., $29 
per doz.; paper lined, 24 in., $7.50 per 
doz.; 28 in., $9.50 per doz.; 30 in., 
$10.80 per doz.; 35 in., $16.20 per doz. 

Stove Pipe and Elbows. — First 

quality nested stove pipe, 3 in., $2.75 
per crate; 4 in., $2.90; 5 in., $3.11: 
6 in., $3.57; 8 in., $4.17; elbows, cor- 
rugated, 3 in., $1.01 per doz.; 4 in., 
$1.13; 5 in., $1.30; 6 in., $1.42; 7 in., 
$1.95. 
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Dampers = Fo agg” Os ab: PAINTING SUPPLIES.—Prices are oom 10c. Pha = casks; 9.80c. in 
ers, 3 in., per doz. in 10; . . 300-lb, casks, and 9.80c. in 600-Ib. 
5 in., $1.20; 6 in., $1 $1.395°7 ie $2; : flue unchanged. Business is good. casks. 
rings, 3 in., per doz.; ; in., 5 > Read <I : i 
5 in., $1.90; 6 in., $2.20; 7 in., $2.75. ss nagg R Se i Fg y Po SOLDER.—Prices reflect the weakness 
Coal Hods.— Galvanized, 16 in., lower grades, $2: white lead, 13%c. in the component metals, with half and 
3 30 per dozen; 17 in., $4.75; 18 in., per Ib, in 100-Ib. lots; 10 per cent less half now quoted at 36%c. per lb. 
5.25. in lots of 500 lb. or more and extra 4 
ne Coenen. ss, 8 ft., $6 each; per cent less in lots of a ton or more ; STEEL WINDOW VENTILATORS.— 
1 t 12 ft., turpentine, ce. per gal. in barre s * ok 
Fire Shovels.—Stamped sheet steel lots; raw linseed oil, 11.9c. per Ib. This line is in very steady demand, 


doz. ; 


japanned, flat handle, 50c. per 
to 


round handled japanned,  60c. 
$1.10; galvanized, $1.10, Never 
Break No. 10, $4.25; No. 16, $4.60; 
No. 20, $4.80. 

Furnace Scoops.—No. 150-B, = per 
doz.; No. 80, $5.50; No. 81, $4. 

Gas Connections.—Lead, 12 “94 25c. 
each; 18 in., 30c.; 24 in., 37c.; 30 in., 
40c.; 36 in., 45c. Flexible steel tubing, 
3-ft. lengths, 12c.; ,. ee ae ae 
18c.; 6 ft., 22c. Cloth inserted tubing, 
5e. per foot. 

Register and Radiator Shields.— 
Register shields, floor, $12 per doz.; 
wall, $6 per doz.; radiator, sheet steel 
adjustable, No. 1, $4 each; No. 
$4.50; No. 3, $5; No. 4, $5; No. 5, 
$5.50; No. 6, $6, list, subject to deal- 
ers’ discount of 3314 per cent. 


HOT AIR REGISTERS.—List less 40 
per cent. 


HUNTING CLOTHING.—Jobbers here 
have put into effect in resale prices the 
advance of 10 per cent announced sev- 
eral weeks ago by manufacturers. 
They report good demand and now 
quote: 

Coats, $2.25 to $6.50 each; vests, 
$1.35 to $2.25 each; trousers, $2.50 to 
$4.50 per pair. 

KIDDIE KARS.—Prices have been re- 
vised downward slightly; the new list 
like the old one is subject to a dealers’ 
discount of 331% per cent. 


LANTERNS.—Good demand, common 
to this time of the year, is noted. Job- 
bers quote: - 


Monarch lanterns with white globes, 
$8 per doz.; with ruby globes, $10 per 
doz.; Little Giant lanterns with white 
globes, $11 per doz.; with ruby globes, 
$13 per doz.; D’Lite, $13 per doz. ; 
junior wagon, $17.25 per doz.; Cole- 
man gasoline, No. 327, $5. 25° each; 
No. 427, $6 


otps 


in barrel lots. 


REVOLVER HOLSTERS.—Demand is 
good as usual at this time of the year, 
when hunting is active. On account of 
the high cost of leather, prices have 
been advanced 20 to 25 per cent. 


ROLLER SKATES.—Increased demand 
is reported. It is rather common in 
these parts to see youngsters roller 
skating to school. The new rubber- 
| tired skates are finding instant favor. 
Jobbers quote: 


Roller Skates. — Union 
Co. line, No. per pair; 
75c.; No. 10, No. 6, $1.55; 
Winslow line, No. $1.50; NO: 38, 
| $1.60; No. 38, ie Ra tire d, 50 per 
pair. 


SHEET STEEL.—AMill prices have been 
reduced $2 a ton on all except the spe- 
cial finishes, such as metal furniture 
and electrical sheets, and local jobbers 
are reflecting the change in their 
prices. Business is reported to be only 
moderately active. 

Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.75 base per 100 lb.; corrugated No. 

28 gage, 2% in., $4.47 per square; one 
| pass cold rolled black, No. 24 gage, 
$3.90 base per 100 lb. Armco Ingot 
iron galvanized flat. No, 24 gage, 
$5.5 55; Toncan metal galvanized flat, 
No. 24 gage, $5.55; all for lots of one 
to nine bundles. 








Hardware 
No. 3, 


SHEET METALS.—Prices are firmly 
maintained, although the demand upon 
local jobbers has often before been 
more active. 


| We quote sheet copper at 22c. per 
Ib. from jobbers’ stocks in lots of 300 
| 
| 





Ib. or more and 26c. per Ib. in single 
sheets; sheet zinc, 11c. per Ib. in loose 





local jobbers report. They quote: 


No. 01, $4.40 per doz.; No. 02, $4.80; 
No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 


WEATHER STRIP.—Seasonal activity 
is reported, with metal stripping doing 
particularly well. Jobbers quote: 


Meta- Felt, % in., $19.50 per 1000 
‘ $26 per 1000 ft.; cushion, 
ait, No. 18, $2.40 per 100 ft.; No. 
3S $2.85 per 100 ft.; No. 20, $3. 25 per 


WIRE PRODUCTS.—The movement of 
nails and other common wire products 
is steady enough, but does not show 
much real snap. 

We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire 
(per 100 lb.) Annealed Galvanized 
Nos. 6 to 9 gage .00 $3.45 
BEG OED  ahisn casement 3.05 50 
(NGS SES ere 3.10 3.56 
SE! Serene SO 3.65 
Sp? ere 3.25 3.80 
1 ORD) Aerie 3.35 4.00 
PRES ss wabes baeeeo Meee 4.25 
1 Re reer or 4.45 
Barbed wire (per 80-rod spool): 
SS TIES go c604.en 0 t0bekev ae $2.90 
CE Sr ee ee 3.10 
I A a hig Saha < wcaceigre cena os aun 3.35 
NIN NUEIEE © ciinc a niaicie‘nle 6'9.0.6-4 6a.p eel 3.10 
2-point cattle (special).......... 2.20 
Woven Wire Fence (per 100 


Field 





Steel Fence Posts: 
Galvanized, Painted, 


Tubular Formed 
eee Lae 
6 ft. ......50+.26.-50C, C@Ch 38c. each 
7 Bie swath bo nike ewes 65c. each 40c. each 
SEER wicca cccécdvedenss ves 45c. each 

Bright nails, base, per keg, $2.85 
to $2.90. 


Hardware Making Good Showing i in 
Northwest Market—Collections Improving 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Oct. 18.—Conditions continue to look encouraging 
over the Northwest tributary to the Twin Cities for a good fall 


business. 


Crop returns have already accelerated business in the 


smaller towns to some extent, although many of the farmers are 
holding their crops for later delivery at higher prices. 
Dealers are anticipating a very good fall and holiday business 


and are arranging their stocks 
pushed as rapidly as possible to 
cold and stormy weather sets in. 


accordingly. Building is being 
close buildings before the really 
This industry is making a good 


showing in the country and smaller towns. 
Collections are improving to some extent. 





AUTOMOBILE TIRES.—Demand still 
is fair, with ample stocks on hand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 


oversize, $8.75; 32 x 4 Liberty one 
11.15; heavy "duty oversize, $14.5 
balioon tire, 29 x 4.40, $9.65; 30 if 
5.25, $15.95; heavy duty, 
$26. 75: tan tubes, 30 x 3%, 
4, $2. 60; 34 x 41, $3.25; balloon tire 
tubes, gray, 27 x 4.40, $1.9 x 4.40, 
$2.95; 30 x 5.25, $2.70; re x ¥4 $3.20; 
32 x 6.20, $3.70 each net. 


| 
| 
| 
| 





| AXES.—Sales of axes are becoming 


better as the cooler weather starts cut- 
ting of fuel. Stocks are well filled, 
with prices firm. 


We quote from 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit base 
weight, $21.50; Plumb Dreadnaught, 
single bit, unhandled axes, $14.50; 
double bit, $19.50; handled single bit, 
$19.25; double bit, $24.25 per doz. net. 

BALE TIES.—Call for bale ties shows a 
slight improvement, with prices un- 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties 9% x 14, $1.54; 9% x 15, $1.37; 
9% x 14, $1.37 per bundle net. 


BOILER LIQUID, TILE CLEANER 
AND RADIATOR STOP LEAK.—De- 
mand is steady and fairly good. Stocks 
are well filled. Boiler liquid price has 
been reduced. 


jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hercules tile and 
porcelain cleaner, $2 doz. less than 
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gross lots, and $1.90 doz. in gross 
lots; Hercules Radiator Stop Leak, 
8 oz. cans, 1, 2 and 3 dozen cans to 
the carton, $4.50 dozen; Hercules 
boiler compound, quart cans, $2.00 
each. 
BOLTS.—Call for bolts is good, with 
stocks well filled. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Carriage and ma- 
chine bolts, all sizes, 60-5 per cent; 
stove bolts, 75-10 per cent; and lag 
screws, 60 per cent from standard 
lists. 

BRADS.—Brads are still selling well, 
with ample stocks on hand. Prices have 


not changed. 

We quote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 

BUILDERS’ HARDWARE.—There is a 
steady call for builders’ hardware, with 
the balance in favor of the rural dis- 
tricts, as against the larger trade cen- 
not 


ters. Prices as quoted have 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 3% x 3% steel 


butts, old copper and. dull brass fin- 
ish, 19c. pair, in less than case lots, 
18c. pair in case lots; 4 x 4 steel, 
butts, old copper and dull brass fin- 
ish, 26c. pair in less than case lots, 


25c. pair in case lots; broad bevel 
steel inside sets, old copper or dull 
brass finish, one piece knobs, less 


than case lots, $7 doz. sets, case lots, 
$6.75 doz. sets; steel bit-keyed front 
door sets, $1.60 per set; wrought brass 
outside trim, bit-keyed front door 
sets, $1.85 per set; cylinder front door 
sets, $6.50 per set. j “ 
Light plain strap hinges, 3 in., 56c. 
doz. pair; 4 in., 75c. doz. pair; heavy 
plain strap hinges, 4 in., 93e. doz. 
pair; 5 in., $1.22 doz. pair; 6 in., $1.56 
doz. pair; light plain tee hinges, 3 in., 
62c. doz. pair; 4 in., 78c. doz. pair: 
heavy plain tee hinges, 4 in., $1.06 
doz. pair; 5 in., $1.20 doz. pair; 6 in., 
$1.40 doz. pair; 8 in., $1.95 doz. pair; 
extra heavy plain tee hinges, 4 iu., 
$1.28 doz. pair; 5 in., $1.58 doz. pair; 
6 in., $1.89 doz, pair; 8 in., $2.83 doz. 
pair; 10 in., $4.56 doz. pair, net. 


BUILDING PAPER.—Call for building | 


paper has been and still is very good. 
Stocks are well filled, with prices firm. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 to 
40 Ib. at $2.75 ewt., and tarred felt at 
$3.10 cwt., net. 
CHAIN.—Sales are showing a fair de- 
mand, with ample stocks with dealers. 
Prices have not changed. 
We qote from_ jobbers’ stocks, 
f.o.b. Twin Cities: Log cabin, 4 x 14, 


$13.85; % x 14, $10.90; 1% x 14, $10.15; 
Proof coil chain, % in., $12; % _in., 
$8.90; % in., $8.30 and % in., $9.85 
cwt., net. 


COAL HODS.—Call for hods is increas- 
ing with the coming of cooler weather. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open coal 
hods, 17 in., $3.35; 18 in., $3.85; ja- 
panned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized, open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 in., 
$6; 18 in., $6.80 per doz., net. 


DAMPERS.—Sales are good, as this is 
the stove season. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron, 6 in., 
wood handle dampers, $1.40, and cast 
iron, coil handle, 6 in., $1.20 doz., net. 


DRAIN PIPE CLEANERS.—Call is 
steady, with sales showing good volume. 
Prices have not changed. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Economy Plumber, 
drain pipe cleaner, 1 Ib. cans, $2 per 
doz.; 2 lb. cans, $3.90. 


The 1 Ib. size 


is packed 1, 2 and 3 dozen to the car- 
ton and the 2 Ib. size is packed 1 and 
2 dozen to the carton. 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Sales still show a fair 
demand, with stocks well filled. Prices 
are firm as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, 28- 
| ga., 5 in., S. B., slip joint, in crates, 
| $5.50 per 100 ft.; conductor pipe, 28- 
ga., 3 in., in crates, not nested, $5.40 
per 100 ft.; 3 in., $1.73 doz., net. 
FIELD FENCE.—Call for field fence 
shows improvement in the past few 
weeks. Stocks with dealers are ample, 
and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field fence, 10 ga., 
top and bottom, 13 ga. intermediate, 

6 in. stay, 26 in., $27.93; 32 in., $32.40; 

39 in., $52.93; 47 in., $59.74 per 100 

rods, net. 
FILES.—Sales show a good volume, 
with stocks well assorted. There is no 
change in price. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 

GALVANIZED WARE.—Demand is 
good, with ash receptacles seemingly 
in the lead. Prices have not changed. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25; No. 2, $8; 
No. 3, $9.25; heavy tubs, No. 1, $12.60; 
No. 2, $13.80; No. 3, $15; standard 10 
qt. pails, $2.55; 12 qt., $2.90; 14 qt., 
$3.25; stock pails, 16 qt., $4.70, and 


18 qt., $5.50 per doz., net. 

GLASS AND PUTTY.—Demand is very 
| good for this line of material. Storm 
windows are being put into shape for 
winter, and the call is heavy. Stocks 
have been well filled, and prices are 
steady. 

We quote 


stocks, 


from jobbers’ 
window 


f.o.b. Twin Cities: A grade 
glass, single: and double strength, 
Minnesota prices, 87 per cent, and 
strictly pure putty in 50-lb. contain- 
ers, $4.85 cwt., net. 

HAMMERS AND HATCHETS.—Call 

for hand tools still is good, with stocks 

well filled. Prices have not changed. 

We quote from _ jobbers’ stocks, 

f.o.b. Twin Cities: Maydole No. 11% 
nail hammers, $12.60; Plumb No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No, 611%, $12; Plumb 
broad hatchet, No. 2, $16.40; shing- 
ling, No. 2, $12.50; Claw, No? 2, $13.75 
doz., net. 

LAMPS AND LANTERNS.—Sales are 

increasing in volume every week. De- 

mand is for the better class product as 





a general thing. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No, 2, $13 
doz.; No. L327 Coleman lanterns, 
$5.25: No, L427, $6; No. C329 lamps, 

| $6.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS.—Demand is good, with stocks 
| well assorted. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.10 per keg, base, and 
cement coated wire nails in 100-lb. 


kegs at $3.10 per keg, base, net. 
OIL HEATERS.— Demand is very good, 
with stocks being kept will filled. Prices 
are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Nesco Perfect Oil 
heaters, No. 12, $5.50; No. 15, $7; No. 
016, $8.25; No. 0190, $10.50; No. 151, 
$7.50; No. 0161, $8.75; No. 0191, $11; 
No. 505, Giant, $11.25; No. 605, $12.75 
each, with discount in quantities less 
than ten, 30 per cent; ten or more, 
30-5 per cent. 











PAINTS AND WHITE LEAD.—Deco- 
rating work, both interior and exterior, 
is being pushed rapidly, and demand is 
good for paint materials. Stocks are in 
good condition, and prices are firm. 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in 1-gallon 
cans; second grade house paint at $2 
per gal., in 1-gallon cans, and white 
a in 100-lb. containers at $12.48 
ewt. 


PUMPS.—There is a steady demand for 
water supplies, and apparently this is 
improving in the rural districts. Stocks 
are well filled, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495 Underground discharge 
windmill force, adjustable stroke, 
$14.35; No. 415, $14.65; No. 103, hand 
lift, 6-in. stroke, $14.25; No. 182 hand 
lift, 6-in. stroke, 6-ft. set length, 
$5.25 each, net. 

PYREX OVENWARE.—Sales are in- 
creasing, with stocks well filled. Prices 
are steady and firm. 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 
No. 209 pie plates, 60c.; No. 231 utility 
dishes, 67c.; No. 12 tea pots, $1.67; 
No, 26 tea pots, $2.33, and No. 953 
percolator tops, 7c. each, net. 

REGISTERS.—Sales are showing a 
good volume, with stocks well filled. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ast iron regis- 
ters, 20 per cent, and wrought steel 
registers, 40 per cent from lists. 

REGISTER AND RADIATOR 
SHIELDS.—With the starting of fur- 
naces interest is increasing in register 
and radiator shields. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Floor register 
Shields, $12 doz.; wall, $6 doz., and 


sheet steel adjustable radiator shields. 
$2.67 to $4.37 each, net. 


STEEL WINDOW VENTILATORS.— 
Ventilation without draft is demanded 
by the public now, and window venti- 
lators are much in demand. Stocks are 
well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 01, $4.40 doz.; 
No. 2, $5.20; No. 3, $6.40 doz., net. 


ROPE.—Demand is steady and fair, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 25%c. lb., base, and best 
grade sisal rope at 17c. lb., base. 


SANDPAPER.— Sales show a good vol- 


ume, with stocks well filled. Prices 
have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No, 1, 
85c. per box of 100 sheets; second 
grade No. 1, 77c. per box of 100 


sheets, and garnet No. 1, $16.75 per 
ream, net. 


SCREWS.—Call is steady, with good 


volume. Stocks are ample, with prices 
firm. 
We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Flat head bright 


wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 80-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists. 


SNOW SHOVELS.—Dealers are ready 
for the call, with stocks on hand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, $17.40; steel blade, 
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straight handle, $4.15; galvanized 
steel blade, 15% x 17, D handle, $10, 
and same, 16 x 21, $10.65 doz., net. 


SOLDER.—Call is fair, with prices 
steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly — and 
half solder at 39%4c. lb.; and war- 


ranted half and half solder, 40%c. Ib., 
net, in 100-Ib. lots. 


STEEL SHEETS.—Sales are fair, with 
ample stocks from which to draw. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $4.90 cwt., base (24 ga.), 
and black steel sheets at $3.95 cwt., 
base (24 ga.). 

STEEL GAME TRAPS.—Sales are de- 
veloping very slowly, as the season is 
still young. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor game traps, 





1.10; No. 1, $1.38; No. 1%, 
$3.36; Oneida, jump, No. 
$1.83; No. 1 %, $2.81 


No. 0, $ 
$2.44; No. 2, 
0, $1.54; No. 1, 
doz., net. 


STOVE BOARD, PIPE AND ELBOWS. 
—Call is very good, with stocks ready 
for this, the heavy selling season. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28 in., $15.70; 30 x 30, 
$18.25, and 36 x 36, $25.40 doz., net. 
Stove pipe, 6 in., 28 ga., uniform blued 
knocked down, $13 per 100 lengths, 
and common iron, 6 in., corrugated 
elbows, $1.30 doz., and charcoal iron, 
6 in., adjustable elbows, $1.90 per 
doz., net. 


TIN.—Demand is steady, with fair vol- 
ume. Prices are unchanged. 
We 


f.o.b. 
ICL, 


quote from jobbers’ stocks, 
Twin Cities: Furnace coke tin, 
20 x 28, $14.50 box, and roofing 





tin, IC, 20 x 28, 8-lb. $15.50 


box, net. 
WIRE.—Fence wire is selling well, with 
ample stocks on hand. There is no 
change in prices. 

We quote from 
f.o.b. Twin Cities: Galvanized cattle 
wire, $3.09 per 80-rod spool; gal- 
vanized hog at $3.30 per 80-rod spool; 
special galvanized hog (14 ga.), $2.47 
per 80-rod spool; smooth black iron 
wire, No, 9, $3.10 cwt., and smooth 
galvanized wire, $3.55 for No. 9, net. 


WRENCHES.—Demand is steady, with 
stocks well assorted. Prices are un- 


coating, 


jobbers’ stocks, 


changed. 

We quote from jobbers’ stocks, 
f.0.b. Twin Cities: Agricultural 
wrenches, 60-10 per cent; key model 
wrenches, 45 per cent; engineers’ 
wrenches, 50-10 per cent, and Trimo 


pipe wrenches, 65 per cent from list. 
Bemis & Call, long sleeve nut, 10 in., 
iy 70; 12 in., $2.06; 15 in., $2.75 each, 
net 





Cleveland Reports Rather Quiet Market 
—Prices Holding Well—Collections Fair 


CLEVELAND, Oct. 18.—Business continues fair in hardware lines, 
keeping up to about the same volume as in September. 
are buying rather close and orders as a rule are small. 
plaint is being made that the market lacks “pep.” 
buying some holiday merchandise, but there is not much activity in 
However, some spring lines such as garden 


seasonal winter goods. 


hose and lawn mowers are moving well. 
going strong and good business is being done in radio equipment. 
Roofing material and-some other fall lines are still active. 
are very few price changes and prices are holding well on nearly 
Galvanized sheets have been reduced $2 a ton. 


all items. 
Collections are fair. 


(Cleveland office of HARDWARE AGE) 
Retailers 


Some com- 
Retailers are 


Guns and ammunition are 


There 





AUTOMOBILE TIRES AND ACCES.-| igniter batteries are 
SORIES.—Tire sales have declined, but | 


the demand is about normal for this 
season of the year. Prices are un- 
changed. 


Cleveland jobbers quote Mansfield 
tires, f.o.b, Cleveland: 30 x 3% in. 
Liberty cord, $6.60; heavy duty over- 
size, $8.75; 32 x 4 in. Liberty cord, 
$11.15; heavy duty oversize, $21.25: 
balloon tires, 4 5; 
4.40, $9.65; 3 
heavy duty, 
duty, $26.75; 
$1.60; 32 x 4, 


tan tubes, 
$2.50; 34 x 414, 
balloon tire tubes, gray, 27 x 4.40, 
$1.80; Mag x 4.40, $1.85; 30 x — $2.50; 
32 x 6, $3.10; 32 x 6. 20, $3.5 

We. * quote from AB cowaes stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $3.75. Derf spark plugs, 96c. 
each for all sizes in lots of less than 


50; Champion X spark plugs, 45c. 
each for less than 100, and 41c. each 
for over 100; Champion regular, 53c. 
each for less than 100, all sizes; 50c. 
each for over 100. 
AXES.—Sales are very slow. 
Jobbers quote f.o.b. Cleveland: 
First grade single bitted rustless 
black finished, handled axes, $19.50 


unhandled, $15.50 per 
bitted, handled, $24.50 
per doz.; double bitted, unhandled, 
$20 per doz.; 60c. increase for dozen 
lots weighing 42 to 48 lb. and similar 
advance for each 6 Ib. additional 
weight increase. 


BATTERIES.—There is a good demand 
for A batteries for radio sets and 


per doz.; 
doz.; double 


base 





moving fairly 
well. 


Jobbers quote f.o.b, Cleveland: 
B and C radio batteries. 


Unit Broken 

-ackages Lots 

Se Sa ore 14 $1.22 
es ES 5 i woes cee ee ae 1.30 1.40 
to Sw eee 2.44 2.62 
Ts FEW 00s cteedscées 4 3.17 3.40 
Os EE: ounces aberveres 3.33 3.58 
Dry cell A_ batteries, No. 7111, 
35%4c. in standard packages; 40c. in 
broken lots; Columbia ignited dry cell 
batteries, 32%4c. in standard pack- 


ages; 36c. in broken lots. 


BOLTS AND NUTS.—The demand for 
these continues very good. Little is 
heard of concessions from regular 
prices. 


Jobbers quote f.o.b. Cleveland: Ma- 
chine and carriage bolts, cut thread, 
hot pressed and cold punched nuts 
at 60 and 5 per cent off list. Bolts 
with rolled thread, 60, 10 and 5 per 
cent off list. Stove bolts, 80 per cent 
off list. Semi-finished nuts in pack- 





ages, 60 and 10 per cent off list. 


BOILER LIQUID, ETC.—There is a 
fair seasonal demand for boiler liquid. | 
Tile and porcelain cleaners are moving | 
in moderate volume. 


Jobbers quote f.o.b. Cleveland: 

Hercules tile and porcelain cleaner, 
$2 per dozen in gross lots; $1.90 per 
dozen. 


Hercules radiator stop leak, 8 oz. 
cans, 1, 2 and 3 doz. cans to a carton, 
$4.50 per dozen. 

Hercules boiler liquid, 
$2 each. 


BUILDERS’ HARDWARE.—This is in 
fair and steady demand. Considerable 
builders’ hardware is moving from re- 
tailers’ shelves. Prices are firm. 


Cleveland jobbers quote in case lots 
lock sets, $4.75 per doz.; heavy strap 
hinges, 6 in., $1.45 per doz.; 8 in., 
$2.38 per doz.; extra heavy T hinges, 
6 in., $1.73 per doz.; 8 in., $2.80 per 
doz. 

Butts, case 
pair; 3% in., 
per pair; for 
sizes are 2c, 


quart cans, 


lots, 3 in., 15%c. per 
l6c. per pair; 4 in., 22c. 
less than case lots, all 
per pair higher. 

Ornamental hinges, standard fin- 
ishes, $1.05 per doz.; nickel and sand 
blasted finishes, $1.25 per doz. 


CIDER MILLS AND WINE PRESSES. 
—While some orders are still being 
taken, buying is pretty well over and 
the seasonal demand has been disap- 
pointing because of the light fruit 
crops. Jobbers will carry over consid- 
erable stock until next year. 

Cleveland: 


No. 1A, $7 
3, $14.35 


Jobbers quote f.o.b. 
Grape and wine presses, 
each; No. 2, $9.25 each; No. 






each; No. 5, $23 each; cider mills, 
No. 8, $14.25 each; junior, $19 each; 
medium, $22.75 each; senior, $33 each. 


CORRUGATED ROOFING.—This is 
still in good seasonal demand. Prices 
are unchanged. 
Cleveland jobbers quote No. 28 gage 

1% in. corrugated roofing at $4.11 per 

square, f.o.b. Pittsburgh. 
COOKERS.—Jobbers have enjoyed a 
very satisfactory volume of business in 
these this season, but sales are now 
tapering off. 


Jobbers quote 
f.o.b. Cleveland; No. 9, 
20, $8 each. 


DRAIN PIPE CLEANERS.—This is in 
| steady demand. 


Jobbers quote f.o.b, Cleveland: 
Economy plumber, drain pipe cleaner, 
$2 per doz. in 1 lb. cans; same in 2 
lb. cans, $3.90 per doz. The 1 lb. size 
is packed 1, 2 and 3 doz. to a carton. 


Conservo cookers, 
$6 each; No. 
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The Remington Weekly Letter 


Every Week, in This Place, We Will Write Informally 
About the Policies and the Plans of the Company 


— the alphabet is not exciting, but 

is a painful and necessary step in educa- 
tion. This letter is not full of thrills, but it 
is a foundation upon which following letters 


will be built. 


The charming little town of [lion, New 
York, is some eleven miles from Utica in the 
lovely Mohawk Valley. It was here that the 
first Remington rifle was hand-forged more 
than a hundred years ago. A bronze tablet 
now marks the spot where a Remington started 
the long and romantic history of gun-making 
in America. 


Wasn’t it Homer who wrote about Ilion? 
Didn’t Ulysses distinguish himself at Ilion? 
Some student of the Greek Classics must have 
been the first settler of Ilion—he may have 
been a traveller like this hero of the Iliad. 


Today in Ilion are manufactured Reming- 
ton Arms—rifles and shot guns—and the 
Remington Cash Register. 


One and a half hours eastward from New 
York on the New York, New Haven and Hart- 
ford Railroad is the busy manufacturing city 
of Bridgeport, Conn., on Long Island Sound. 
This is the home of the famous Union Metallic 
Cartridge Company — (U. M. C.)—now 
merged into the Remington Arms Co. (Rem- 
ington-U. M. C.). 


Also in Bridgeport has grown up in the last 
few years the Remington Cutlery Company, 


makers of high quality pocket knives, butcher 
knives, and just coming out a line of Reming- 
ton solid steel shears. 


The executive offices of these four great 
factories is at 25 Broadway, New York, in the 
Cunard Building, on the 21st floor: Take 
the subway express at Grand Central Station 
and get off at “Bowling Green.” Here you 
will find the Chairman of the Board, the 
Chairman of the Executive Committee, the 
President of the Company, the Vice-President 
and General Sales Manager, the Secretary and 
Treasurer, the Legal and Patent Departments 
and their various assistants. 

At No. 29 Warren Street is the Foreign 
Sales offices, Cash Register headquarters, 
sample rooms, advertising and traffic depart- 
ments. 

So here, briefly, I have outlined the 
up” of our organization. 


“set 


The information given may not be neces- 
sary, but in letters of congratulation the new 
President recently received were several offer- 
ing their felicitations on his being elected to 
the Presidency of an important, energetic, re- 
spected but competing corporation in the same 
line of business! ‘ 


We will be glad to have any of our cus- 
tomers, their salesmen, or clerks visit us at 
25 Broadway, and if they desire we will ar- 
range to have them shown through our fac- 


President 


tories. 


REMINGTON ARMS COMPANY, Inc. 


25 Broadway, New York 


Bowling Green 3392 
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The 2 lb. size is packed in 1 and 2 
dozen cartons. 


GAME TRAPS.—The demand is about 
normal for this season of the year and 
is expected to become more active 
later. 


Jobbers aeete 
Victor line No. 


f.o.b. ene: 
$1.10 each; No. 1, 
$1.38 each; No. oe $2.44 each; No. 
91, double grip, $2.44 each; United 
Jump, No. 1, $1.59 each; No, 1, $1.83 
each; No. 1%, $2.81 each. 


LASS BAKING WARE.—Retailers 
are buying quite freely and sales this 
year have been better than for several 
years past. Some retailers are placing 
orders for the holiday trade. 


f.o.b. Cleveland: 
Casseroles.—Round or oval, 1 
$1.17; 2 aqt., $1.38; 2% qt., §$1. 66: 
square, $1.50; casseroles with fancy 
covers, 35c, higher. 

Pie Plates.—8 in., 50c.; 
10 in., 67c. 
— Pans.—No. 212, 60c.; No 
91c 
PO tv Dishes.—No. 231, 

Teapots. —2 $1.67; 4 cups, $2; 
6 cups, $1.33. 


GLASS CLOTH AND CEL-O-GLASS. 
—These are in good demand for imme- 
diate delivery, but the announcement of 
prices for next spring has not brought 
out much business for that delivery. 


Cleveland jobbers quote glass cloth 
24c. per yd. in 100 yd. rolls and 25c. 
per yd. in small rolls; Cel-O-Glass, 
12c. per sq. ft. 


ICE CREAM FREEZERS.—These are 
in moderate demand for current needs, 
but retailers have not yet started to buy 
for next spring. 


Jobbers quote f.o.b. Cleveland or 
factory with freight allowed to des- 
tination on 12 or more as follows: 
White Mountain, 2 qt., $5.65 each; 
4 qt., $8.25 each; 6 qt., $10.45 each; 
8 qt., $13.50 each; this price is sub- 
ject to 50 per cent discount. 

Lightning, 2 qt., $5.50 each; 4-qt., 
$8 each; 6 qt., $10 each; 8 qt., $13 
each; subject to a 55 per cent ‘dis- 
count. 

Blizzard, 2 qt., $5.50 each; 4 qt., $8 
each; 6 qt., $10 each; 8 _qt., $13 each; 
subject to discounts of 55 and 7% per 
cent. 

Acme, 2 qt., 
per doz.; in 
per doz. 


LAWN HOSE.—A good volume of 
business has been taken for early spring 
shipment. Prices are firm. 


Jobbers quote 


9 in., 60c.; 
: 24, 
67c.; No. 


cups, 


in half dozen lots, $8 
broken packages, $8.40 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Uncoupled hose, ) 
in., 7%c. per ft.; % in., 8%c. per ft. 
% ‘in. 9%4c. per ‘tt. higher. Complete 
hose is 4c. per ft, higher, 


LAWN MOWERS.—Jobbers are taking 
a lot of orders for spring shipment. 
Sales are in excess of those a year ago. 
Retailers had good season this year and 
their stocks were well cleaned out. 
MACHINE SCREWS.—These are in 
steady demand, Cleveland jobbers quote 
steel machine screws at 85 per cent off 
list and brass as 75 per cent and 5 per 
cent off list. 

NAILS AND WIRE.—The demand is 


steady, but rather moderate. Prices 
are firm. 
Jobbers quote as follows from 
stocks: 


Nails.—Less than car lots, $2.90 per 
keg; No. 9 galvanized wire, $3.35 per 


100 1lb.; No. 9 annealed wire, $2.90 
per 100 lb.; cement-coated nails, $2.90 
per 100 Ib.; polished fence staples, 


$3.60 per 100 lb.; galvanized fence 
staples, $3.85 per 100 Ib. 
Barbed Wire.—Barbed wire stock 


shipment, Lyman, 4 point, $3.13 per 
80-rod spool. Hog wire, $3.38 per 80- 
rod spool. 


OIL COOK STOVES.—Orders are be- 
ing taken for spring shipment. Prices 
are practically the same as during the 
past season. 


POULTRY NETTING AND WIRE 
CLOTH.—New prices for next season 
have not yet come out, but some or- 
ders are being taken subject to the 
prices that will be placed in effect. 


Cleveland jobbers quote: 12-mesh 
black wire cloth at $1.65 per 100 sq. 
ft.; 12-mesh galvanized, $1.95 to $2 
per 100 sq. ft.; 14-mesh galvanized, 
$2.45 per 100 Sq. ft.; 16-mesh, $2.75 
per 100 sq. ft.; bronze, 14- mesh, $9.50 
per 100-ft. rolis ; 50-ft. rolls, 10c. ad- 
ditional. Poultry netting, galvanized 
after weaving 50 and 7% per cent off 
list; galvanized before weaving, 50, 10 
and 71 %y per cent off list. 


ROPE.—Sales are rather slow. 
prices are not yet out for spring. 


Cleveland jobbers quote best grade 
of manila rope at 23%c. per Ib. for 
factory shipment and 24c. per lb. for 
stock shipment; sisal rope, 15%c. per 
Ib. for factory shipment and lé6c. for 
shipment from stock; fodder twine, 
21 oz. and coarser, llc. per Ib, 


New 





| ROLLER SKATES.—Fall buying is | 








about over and not much activity is ex- 
pected until orders are placed for the 
holiday trade. 


Jobbers quote f.o.b. Cleveland: 
Union Hardware Co. line, Nos, 4 and 
5, $1.42 per pair; No. 6, $1.55 per pair; 
No. 3, children’s, 75c. per pair. 


RADIO EQUIPMENT.—Radio receiv- 
ing sets are moving well, although sales 
are not quite as heavy as at this time a 
year ago. Power units are also quite 
active. 


Cleveland jobbers quote: Philco AB 
socket power units, f.o.b. Cleveland, 
6-180-volt, AB-686, $69.50; AB-386, 
$79.50; 6-150-volt, AB-663, $59.50; 
AB-356, $69.50; 4-volt, AB-463, $58.50; 
AB-423, $65; 6-volt, A socket power 
units, A- 603, $32.50; B socket power 
units, B-86, 345; B- 603, $32.50; Philco 
trickle charger, TC-60, $12.50. 

Above prices are subject to 40 per 
cent discount. 


PAINTERS’ SUPPLIES.—The demand 
is rather slack. Turpentine has again 
declined. 


Cleveland jobbers quote as follows: 

Mixed paints, regular shades, best 
grade, $2.90 to $3 per gal. in 1 gal. 
cans. Outside white, $f to $3.15 per 
gal. in 1 gal. cans. 

Turpentine in bbls., 66c. per gal., 
less than bbl., 81c. per g gal. 

Linseed oil in bbls. ,» 89%c. per gal., 
less than bbl., $1. 04% per gal. Boiled, 
3c. extra per ‘gal. 


White lead in 100-Ib. kegs, 13% 
per lb.; in 50 and 25-lIb. kegs, Ge. 
per Ib.: 14\%c. per 


in 12%-lb. kegs, 
lb. Quantity discounts 500 Ib. to 1 
ton, 10 per cent. One ton or more, 
10 per cent and 4 per cent. 


SCREWS.—Wood screws are moving in 


moderate volume. Prices are _ un- 
changed. 
We quote from jobbers’ stocks, 


f.o.b. Cleveland: Flat head bright 
wood screws, 85 and 10 per cent; flat 
head japanned, Sta. 20 and 35 per 
cent; round head blued, 72%, 20 and 
35 per cent; flat head brass, 7214, 20 
and 35 per cent; round head brass, 
70, 20 and 35 per cent. 


STEEL SHEETS.—Mill prices have 
sagged $2 a ton and jobbers have made 
a similar reduction on galvanized 
sheets. The seasonal demand for these 
sheets for roughing work continues very 
good. 


Cleveland jobbers quote out of 
stock: No. 24 galvanized sheets, $4.40 
per 100 lb.; No. 24 black sheets, $3.65 
per 100 Ib.; No. blue annealed 
sheets, $3.25 per 100 Ib. 





Kurzon Simplifies Tool Selling 


men and has made it easier for the customer to buy. 


quote a tool salesman, Charlie has 


practically fool-proof. 


easy to clean and handle. 


wooden books hang in the tool department. 
plan is being used in other departments with equal suc- 


cess. 


Practically every tool in stock is displayed. Each is 


identified with stock drawer number 


are divided into related groups and are labeled accord- 


He has devised a system of 
wooden price books, the insides of which show actual 
illustrations of the tools and give dimensions and prices. 
Even the most inexperienced buyer or seller can quickly 
handle a tool sale intelligently with this system. 
glass protects the pictures and price cards and makes it 
About eight sets of these 


(Continued from page 37) 


To 
made tool selling 


ingly. 


Isin- 


The same 


and price. Tools 


training courses. 


tools, another masons’ tools, etc. 
giving its classification. 
Decalcomanias bearing the legend “Chas. Kurzon, 97 
East Houston Street, New York, good tools,’ 
cured to the handles of all tools. 
the store and window also bear the store name. 
phrases such as “Carpenters buy from Chas. Kurzon,” 
“Make it Yourself,” 
are used on showcards. 
Part of Charlie’s 
tice mechanics to attend trade schools. 
they are and what they offer. 
course for any willing scholar and sells the Board of 
Education and others tools and equipment for vocational 


On one pillar a board panel displays plasterers’ 


Each has a name card, 


’ are se- 
The display panels in 
Catchy 


“Have a complete tool chest,” etc., 
merchandising plan is to urge appren- 


He knows where 
He recommends the best 
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No snow-shoveling 
to open these doors-!/ 


Slidetite equipment provides for an 
entrance door .. . doing away with 
the expense of a separate entrance. 
The hardware is packed in complete 
sets for 3, 4, 5, 6, and 8 doors. To 
secure complete satisfaction buy 
complete sets only. 








That’s because the doors slide and fold 
inside, away from snow-drifts and ice 


It’s some job, especially when the thermometer’s below zero, 
to shovel the garage doors free before you can open them. 

Slidetite equipped garage doors end that winter trouble by 
sliding inside the garage. They open easily, close as readily, 
and are absolutely weather-tight. 

All the hardware is inside the garage where it won't rust 
and will work better. Slidetite hardware solves the garage 
door problem . . . it’s dependable. 

Slidetite hardware is most practical for doorways with 2 

to 10 doors; and provides a clear opening in any doorway up 
to 30 feet wide. Center posts are done away with. 
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Hot off th® Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: 
have been copied, the rest will be.” 


Asa 
“Some of them 














Steno—“I’m going to be married Sun- 
day, and—” 

Boss—“—and so you're going to leave 
me.” 

Steno—“Oh, no! I’m just going to tell 
you that I’ll be needing more money.” 





In the old days, if anybody missed a 
stage coach he was contented to wait two 
or three days for the next. Now he lets 
out a squawk if he misses one section of 
a revolving door. 





Salesman—“This is the type of wash- 
ing machine that pays for itself, sir.” 

Prospect—“Well, as soon as it has done 
that, you can have it delivered at my 
house.” 





Three Scotchmen, McPherson, McDou- 
gal and McHenry, were chums in the 
trenches. 

One night a shell burst over the trench 
where they were stationed and blew Mc- 
Henry’s head off. 

McDougal turned to McPherson and re- 
marked : 

“Lord Almighty! 
head !” 

McPherson, in great excitement, asked: 

“What are ye saying—McHenry lost his 
head? Where did it go?” 

“What difference does it make? It’s 
gane,” answered McDougal philosophically. 

“What difference does it make?” re- 
torted McPherson. ‘“Mebbe none tae ye, 
but he has me pipe in his mouth.” 


McHenry lost his 





He was one of those chronic kickers 
that one sometimes meets on crowded 
suburban trains, and just as he was about 
to disembark from the “5.15” he stopped 
to talk to a trainman. 

“It’s a blankety-blank wonder you 
wouldn’t have more cars on this train,” 
he grouched. 

“Why, didn’t you get a seat?” asked the 
trainman. 

“Sure did, but my wife had to stand all 
the way out.” 





Mr. Jay was uncertain whether he could 
come home to dinner. 

“Tf I can’t, I'll phone at six o'clock,” 
he said. “When you hear the bell, you'll 
know it’s me. Don’t answer it, and I'll get 


my nickel back.” 


A young man attended a children’s party 
| recently and was persuaded, against his 
wishes, to try oysters for the first time. 
He took one and put it in his mouth. 

Later the oysters were passed to him 
again and he was urged to take another 
one. 


ordinarily described as “talking around a 
hot potato,” he said: 

“No. I don’t know what to do with 
the one I’ve got now.” 





Solicitor—‘“For the last time, I ask you 
for that $12.50.” 
Dead-Beat—-“Thank God that’s over.” 





I gaze across the street so wide, 

I start, I dart, I squirm, I glide, 

I take my chances, oh, so slim— 

I trust to eye and nerve and limb, 

I scoot to right, I gallop through, 
I’m here and there, I’m lost to view, 
My life, I know, hangs in the toss— 
Another plunge, I am across! 

Oh, give me pity, if you can. 

I’m just a poor pe-des-tri-an. 





Fair Motorist—‘“How can you tell when 
a car’s going fast enough to pinch it?” 

Local Cop—“Wal, my mogtorsickle goes 
jest 35 miles an hour, top speed, and that’s 
the speed limit. So if they’re going too 
fast for me to ketch, I pinch ’em!” 





“My dear,” exclaimed the husband when 
he arrived home late and found his wife 
waiting up for him, “you’d never guess 
where I have been tonight!” 

“Oh, yes, I can,” replied the wife, “but 
go on tell your story, anyway.” 





If a radio fan’s wife is getting plump, 
what can he do about it? Ans.—Condenser. 

If she is a brunette and he prefers a 
blonde? Ans.—Transformer. 

If she is inclined to be wild. 
Rectifier. 

If she elopes 
Ans.—Arrester. 

If she gets grouchy? Ans.—Tickler. 

If she wants to meet him for lunch? 
Ans.—Meter. 

If she wants a fur coat? 
sistor. 


Ans.— 


with the repair man? 


Ans.—Re- 


Ans.—Eliminator. 





If she insists ? 


Little Tom, when but a lad, 

Longed to be just like his dad. 

Now Tom, grown up and in the swim, 
Wants his dad to be like him. 





An old-time German farmer drove into 


| Milwaukee one day and dropped into a 


Manipulating his mouth in the manner | 








millinery store to get a hat for his wife. 

The merchant asked for a description of 
his wife in order that he might try to sell 
him a hat that would be becoming, where- 
upon he replied: “Vell, she is not so very 
tall und she is not so very schmall, but 
vide vays, oh, h—1.” 





“T want some winter underwear.” 

“How long?” 

“How long? I don’t want to rent ’em; 
I want to buy ’em.” 





As they sat alone in the moonlight, 
She said, as she smoothed Bill’s brow: 
“Dearest, I know my life’s been fast, 
3ut I'm on my last lap now.” 





If they want people to keep clean, why 
do they bar soap? 





It isn’t the shortness of skirts that 


bothers—it’s the up-creep. 





“Vassum,” said Callie, the negro cook, 
“T been engaged now for goin’ on ten 
days.” 

“Who is the bridegroom?” 

“Wellum, he’s a mighty nice man.” 

“Have you known him long?” 

“Yes, indeedy. Don’t you remember, 
Miz Aronoff, dat about two weeks ago 
you lemme off one day right after dinner- 
time so’s I could get to the fun’el of a lady 
friend of mine?” 


Jack and Jill 
Sped up a hill; 
The curve up there was sharp, 
The car upset, 
Jack’s rolling yet— 
Jill’s playing on a harp. 





Cohen—“How did you rescue your wife 
from the sea when you can’t swim?” 

Isaacs—“Ah, Cohen, if. you’d seen her 
throw up her arms with two $250 brace- 
lets on!” 
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Sales Effort— 


is cut to a minimum 
in selling quality mer- 
chandise such as this. 


Natienal 


DOOR HANGERS 


a style and size for every door 


National reputation for the best in Builders’ 
Hardware has been earned through the merits 
of these popular door hangers which have cap- 
tivated the trade by their frictionless operation 
under all conditions. | 


Dealers everywhere realize that the greatest sales 
stimulant is carrying dependable advertised prod- 
ucts, such as the National line, instead of substi- 
tuting with questionable merchandise that leads 
to dissatisfaction and ultimately a lost customer. 


If you do not carry the full line of National 
Hardware you had better write us today and 
learn more about the advancement in design 
and construction of better door hangers. This 
entails no obligation, but opens the way for a 
bigger, better year in the sale of this type of 
merchandise. 


Look over the hangers illustrated. 
There is value and satisfaction 
built within the product. 


National Manufacturing 
Company 
STERLING °° __ ILLINOIS 





No. 50B 
Trolley Barn Door Hanger Sets 





No. 55 
Storm-Proof Junior Door Hanger 





No. 66 
Rigid Storm-Proof Door Hanger 





No. 77 
Flexible Storm-Proof Door Hanger 
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WARREN 





Delivery! 


When you order Warren Store Fixtures you 
can be certain they will be in your store when 
wanted—an important consideration right 
now. Warren service on deliveries has kept 
step with Warren engineering development— 
flexible, dependable and keyed to meet your 
demands. 


19 Car Loads of Warren Fixtures 


scheduled for “October first delivery” in this 
country and Canada, were shipped during the 
last three weeks of September—and arrived 
as promised. You can rely on Warren de- 
liveries as well as Warren quality. 


NEWS ITEM: 


H. J. Lind—Hardware, one of the oldest hard- 
ware dealers in Chicago, located at 5209 N. 
Clark Street, occupies a new three-story build- 
ing about October 15th, to house their fast 
growing retail hardware business. Building, 
stock and fixtures will be most modern in every 
respect. 


The entire first floor will be equipped with 
Warren Standard Fixtures in Antique Oak, 
hand rubbed Dull Finish, with brilliant orange 
backgrounds behind glass sliding doors and 
glass swing panels, 


J. D. Warren Mfg. Company 
208 W. Washington Street Chicago, Illinois 


J. D. Warren Mfg. Co., Chicago 
Please send me: [{] The Warren Fixture Catalog. [] Display 
f , 


Table Folder—‘‘Increased Sales and Bigger Profits." [) The 
Warren SHOW CASE Catalog, as featured in Hardware Age. 











Do They Want More Business ? 


(Continued from page 32) 
unit, the twelve-hour day or something approximating 
it, is going to return. 
Woutp A Twetve-Hour Day SoLvE THE PROBLEM 


And I have a notion that the twelve-hour day or 
something approximating it in retail establishments is 
going to return first in some of those establishments — 
which at the present time have swung furthest in the 
direction of shutting their doors in their customers’ faces. 
Mid-day congestion grows, distances increase, overhead 
mounts. And the “big, respectable, high-class” retail 
establishment allows 76 per cent of its potential selling 
time to slip by without a customer within its doors! 

The eight-hour day—for the individual worker—is 
now typical of American manufacturing industry. Yet 
many factories yield a return on their invested cost, not 
during eight hours of each day, but during sixteen; in 
some cases, during twenty-four. Two shifts or three 
shifts of workers easily turn the trick. It is scarcely 
to be anticipated—obviously it would not be profitable 
—that Marshall Field or Wanamaker or Macy will ever 
carry a by-line in their advertising: “Open all night.” 
A factory, generally speaking, can manufacture as 
economically at 12 o’clock, midnight, as at 12 o’clock 
noon. Generally speaking, there would not be enough 
customers at 12 o’clock, midnight, for a retail store to 
pay its lighting bill at that hour. 

But before 9 o’clock in the morning, say as early as 
8 o'clock, and after 5 o’clock in the afternoon, say as late 
as 6 or 7 o'clock; certainly on summer Saturdays, there 
are thousands, tens of thousands, I believe hundreds of 
thousands, of potential customers who, like myself, are 
not merely deferring their spending in retail stores— 
they are actually diverting their expenditures from items 
offered for sale in such retail stores and using their 
marginal income elsewhere. Definitely and without ques- 
tion, I date my increasing expenditures on travel to 
the sudden shock I experienced, soon after I moved to 
the city of my present residence, when I found all the 
“good” stores closed on a summer Saturday. 

The bigger the store the simpler the solution. Such 
stores—whether they use the name or not—are depart- 
mentized. Typically, the departments are large. By 
“staggering” hours of employees, it is perfectly feasible 
to continue the present eight-hour working day for the 
individual employee and offer a ten or eleven-hour spend- 
ing day for the purchaser. Similarly, by “staggering” 
days, it is perfectly feasible to continue a day and a 
half or two days a week off for the individual worker and 
offer a full six-day spending week for the prospective 
purchaser. 

A man from Mars, looking with unroutinized eyes 
upon our mundane affairs would certainly say that it was 
a silly procedure for retail establishments constantly to 
increase their advertising expenditures—designed to 
induce persons to buy in these establishments—and at 
the same time deliberately and constantly to reduce the 
opportunities for these persons to make such purchases. 





The extension of credit may be a good drawing 
card for the shop or department but it is an exceed- 
ingly dangerous business-building instrument if the 
dealer does not know its proper use. The manufacturers 
and distributors from whom the dealer buys will refuse 
to extend credit unless the dealer can show that she is 
worthy of it. Can retailers afford to be less strict on this 
matter than those from whom they buy merchandise ?— 
The Gift and Art Shop. 
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Nelson Shows How 


(Continued from page 28) 


A small sample room exclusively for builders’ hard- 
ware is a good thing. In a town like this a great deal of 
the building is done on contract. The owner very often 
wants to select the hardware himself, and if you can 
take him into a room where everything that he needs is 
on display, a great deal of time will be saved. 

Great care should be used in sending out finishing 
hardware to the job. Nothing makes a carpenter so mad 
as to get a lock set half on and find that three or tour 
screws are missing. When we send out a iob the lock 
sets are each marked for the door to which they belong, 
and when the carpenter takes the lock from the box he 
does not have to take off the face and reverse the bolt. 
We do that for him before it leaves the store, and we 
find that he appreciates it. 

The most important thing of all in our estimation is 
service. There is always a car handy and someone to 
drive it for a hurry-up delivery, which sometimes saves 
the contractor an hour or more of his or his man’s time 
and costs us very little. 

After we have got a contractor to buy hardware 
for one house we very seldom lose him. It reminds me 
of a sign I saw years ago in a store in New York. It 
read: 

“We lost a customer once— 
He died.” 


Trade Practices 
(Continued from page 27) 


warehouse direct to a customer, a charge should be made 
which would cover the service, either in whole or in part. 

In following the line ‘of thought of trade practices we 
might take up at considerable length the question of 
cash discounts. A cash discount, of course, is a premium 
paid for the prompt settlement of an invoice. In all 
fairness, when the invoice is not paid within the discount 
period, the cash discount should not be allowed. There 
are numerous complaints from manufacturers that not 
only retail merchants but some jobbers are, to say the 
least, “unethical” in deducting cash discounts long after 
the cash discount period. This is a practice that, in the 
end, is certain to lead to the elimination of cash discounts. 
In fact, there are already a number of manufacturers 
who sell their goods without offering this attractive pre- 
mium for a prompt payment. In an era such as this, of 
cheap money, cash discounts as they stand are very lib- 
eral. As profits are reduced, it would not be surprising 
to see manufacturers taking up and reducing the advan- 
tages offered to the trade in the present large cash dis- 
counts. Some lines, where goods are staple and where 
the margins of profit are narrow, have already reduced 
their cash discounts to a very small figure. Therefore, 
both jobbers and retail merchants who exact the cash 
discount after the discount period are doing their part to 
break down the whole system. 

Every manufacturer is confronted with an inexorable 
problem. Let him take the selling price of his goods at 
one dollar. Let him take the manufacturing cost of his 
goods at 60 cents. He then has before him a spread of 
40 cents between his actual manufacturing cost and his 
selling price. All of the various items outlined above, 
and many more, must be crowded into this 40 cents. 
How to crowd all these items into the spread between 
cost and selling price and still come out with a profit is 
keeping the manufacturer of today awake of nights. 











BALTZLY 
TRUCK 


Why Strain 





BALTZLY Truck lifts with ease an 800 Ib. load? 

It facilitates the moving of weighty articles from 
one place to another with very little physical exer- 
tion. The shipping clerk should have one and every 
store can use this style truck for moving boxes. 


Save 
Time 
Labor 
Energy 
& 
Confusion 
by using 
The Arcade 
BALTZLY 
TRUCK 











Write Us for Catalog. 


ARVADE 


HARDWRRE 
and TOYS 


ARCADE MANUFACTURING COMPANY 
Freeport, Illinois 


Ask Your Jobber for Prices. 
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You Can Sell 

Three Times as Many 
Lambert Cream 
Skimmers. 


Why? 


Because you can sell the Lambert for 
39c., and it has these 10 exclusive advan- 
tages: 

1. 





She can set it to take as much or as little 
cream as she wants. 

It works whether the bottle is full or not. 
It will draw out milk without disturbing the 
cream. 

There is no hollow ball to dribble when 
you finish. 

There is no rubber disc to push down in the 
cream 

The cream cannot squirt up, or splash out. 
There is no glass tube to break. 

The tube is all in one piece, and there are 
no little openings, or hard places to clean. 
There is no part that can come loose and 
drop off in the bottle. 

10. Nothing to wear out. It will last for years. 
Modern Priscilla chose the Lambert for their 
own Model Kitchen. 

Write today for name of nearest jobber. 


LEON LAMBERT MFG. CO. 


WICHITA, KANSAS 


2. 
3 


NO 


9. 











DIAMOND“E” 









All Metal Frame 
CLOTH WINDOW VENTILATOR 


All rooms everywhere need window venti- 
lators during the fall and winter months. 
And the Diamond “E” is the best 
ventilator made. Eight popu- 
lar sizes. Retail at 60c. 
to $1.10. 









FROM 
YOUR JOBBER 





A REAL FUEL SAVER 
ECONOMY SHOVEL ASH SIFTER 


Operates right 
in the Ash- 
Pit of the Fur- 
nace or Heat- 
ing Plant. NO 
DUST, NO 
DIRT. The Draft takes care of the Dust, the fine 
ashes fall through the sieve and the unburned coal 
remains in the Shovel ready to bank the fire. 








J. F. RITTENHOUSE MFG. CO., Akron, Ind. 
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Some of them, I am sure, are attempting to perform 
miracles and as a result of their efforts they will, in the 
end, meet with that disillusionment that would follow if 
some of us attempted to take a rod, strike a rock and 


| look forward to having water gush forth as it did in 


the days of Moses. Unfortunately, we do not seem to 
live in an age when miracles are common. Rather we 
live in that age of chartered public accountants who, very 
often when merchants show them what they have been 
attempting to do, simply shake their heads and inform 
us that it can’t be done and that to attempt to continue to 
do it will lead to bankruptcy. 

In this talk I have not discussed the question of ad- 
vertising because, if I remember correctly, several years 
ago I spoke before one of your meetings on the subject 


| of national advertising and I barely escaped from the 


meeting with my life! 

In conclusion, if I may be permitted, I would express 
the opinion that the present cost of distributing our 
goods is a problem that requires not only the most 
matter-of-fact analysis on the part of our manufacturers 
but the greatest courage in taking action as a result of 
In my opinion, many of the leading manu- 
facturers of the country have gone dangerously far in 
increasing their sales costs. As we seem to be entering 
into a period of declining prices, this excessive part of 
our overhead is liable to be more and more an obstacle 
to the profitable conduct of our various enterprises. 

There is also one more thought, i. e., we all should 
have a broader view of our business activities than simply 
the dog-eat-dog one of relentless competition. While 
many of us are fighting each other to the death for, in 
some cases, a declining volume of business, other mer- 
chants in other lines, by cooperation, are taking our share 
of the consumer’s dollar away from us. Would it not, 
after all, be the part of wisdom for us in our various 
industries to compete with each other with less keenness, 
expense and energy, save some of our dollars and use 
them for the upbuilding of the consumer’s demand for 
our particular line of goods as a whole? 


Cooperative Advertising Plan 
Inaugurated 


a example of local cooperative advertis- 
ing in a community, has recently been inaugurated 
in Madison, S. D. Here eight progressive retail mer- 
chants have pooled their advertising appropriations and 
have issued what is known as “The Better Value Club 
Circular,” a unique sixteen page bid for local trade. 
By banding themselves together, they have eliminated 
waste in miscellaneous throw-a-rounds and _ have 
assured themselves that their advertising will be read. 
The circular is sent to those in the locality and is so 
attractive that it is read with interest. 

In each month’s issue, the members of the club, take 
from one to two pages for their own advertisements. As 
the page measures 8 by 11 inches, there is adequate 
room for manufacturer stock cuts as well as reading mat- 
ter. One page is set aside for monthly specials. Here 
each dealer lists a product which he will sell at a reduced 
Another page contains 


popular recipes, while still another has jokes and quips. 
The back cover is devoted to an editorial on “Community 
Spirit.” 

The members of The Better Value Club are repre- 
sentative of several lines of trade. There is the Dacotan 
Cai; 


Oil a service station, Kiefer’s Variety Store. 
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Galloway’s Golden Rule Co., Kelley Bros. grocery; 
Rensch Hardware Co., Barker’s Jewelry Store, Hallen- 
beck Furniture Co., and the Sugar bowl, a restaurant. 
The owners of these establishments, in an editorial 
addressed to the reader, set forth their attitude toward 
the customer. “If,” the editorial states, “anything 
should occur in our handling of your business that is 


‘a iE 








anything should occur in oar 
| haodling of your business that 
i is not entirely satisfactory to 
| IF you. LET US KNOW at once. 
j Our customers MUST be pleased 
for we cannot afford to have 
a dissatisfied customer, and 
WON'T if, witbia ceason, we 
can prevent it. 











MY COUNTRY 


Thank God -- every morning -- that you Jive in. America. 


With all our shortcomings—with all of the petty bitkerings 
and jealousies—and not withstanding the many mistakes, ours 
is the fand of opportunity, ours is the land of youth, ua- 
afraid, undaunted. Our faces are turned toward the east, to 
the sumrise(not the sunset). Our history is in. the making, 
not in the dead past. 


Europe has the history, the palaces, the cathedrals, the 
tombs. We cannot show a cathedral in which services have 
been held continuously for thirteen centuries, but we can 
and will live lives of service that will bring happiness to 
millions still unborn. 


The tragic hatreds between classes and peoples that have 
been surtured and have grown for centuries find no place 
in our program. 


The military pomp, the red spectre of hatred, must aot, 
shall aot, dominate here. 


Let as dedicate, consecrate anew, our lives to this great 
land of liberty and opportunity. 


THE BETTER.VALUE CLUB 


DACOTAH OIL CO. RENSCH HARDWARE CO. 
KIEFER'S VARIETY STORE . BARKER'S JEWELRY STORE 
GALLOWAY'S GOLDEN RULE CO. HALLENBECK FURNITURE CO. 
KELLEY BROS. GROCERY SUGAR BOWL 





r, 











We Give an Absolute Two-Year Guarantee 
Covering This Check 


Illustration shows CHECK with HOLDER ARM; can be sup- 
plied with REGULAR ARM. 


Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 
Circular upon request. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 10! PARK AVE., N. Y. 











not- entirely satisfactory to you, let us know at once. 
Our customers must be pleased for we can not afford 
to have a dissatisfied customer, and won’t if, within 
reason, we can prevent it.” 

If such ideals are carried out, the idea is bound to 
succeed and spread, for it would seem from the tone 
of the article that the members of “The Better Value 
Club” mean what they say. 


How Little We See! 


O test your sharpness of vision, look carefully 
through the following sentence, and state how many 
F’s, either large or small, it contains: 
“The Federal national fuses are the result of scien- 
tific study combined with the experience of years.’ 
According to The Outlook, a judge in Cambridge, 
Mass., says that out of twenty people of intelligence not 
more than two will get the right answer the first time, 
and a large proportion will not find more than three 
F’s after being told there are more. A professor of the 
Massachusetts Institute of Technology submitted the 
sentence to seventeen trained scientists used to looking 
for small things, and sixteen failed. The judge’s secre- 
tary, immediately after typing it, found only three F’s. 
A professor in Harvard Medical School failed in the 
test. He was much interested in it and its bearing on 
mental matters and intelligence tests. The judge showed 
the sentence to a man trained in reading proof, who 
could find only four. 





PAN prec Less 


Sell More 


What's the use of carrying a lot of 
sizes and styles of Tacks that are 
unnecessary? 


In the ATLAS line of Tacks no 
difference in sizes of less than 
1/16” are necessary. 


And only styles that have proved 
salable are manufactured. 


These facts enable dealers to carry 
less stock, and sell more; because 
ATLAS quality is always in de- 
mand, and full count and weight 
are guaranteed every customer. 


Send for Complete Catalog 








ATLAS TACK CORPORATION 


Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest manufacturers of Tacks and Small 
ails in the world. 


Established in 1810 
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FOR SALE THROUGH ANY GOOD WHOLE- 
SALE HOUSE 


Wm. Rose & Bros. 
Sharon Hill, Pa. 
Selling Agents 


New York 


W. ROSE 


Pointing Trowel No. 75 


Especially useful for laying tile, it should be 
displayed in every tool store. The blade is fine steel. 
Shank and handle are right. 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS 

Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Syndicate Stores carrying hardware in the 
United States and Canada. 

Department Stores carrying hardware and housefurnish- 
ings in the United States. 

Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 

Automobile Accessories Jobbers. 

Mill, Steam, Mine and Machinery Supplies Dealers. 

Export Merchants handling hardware and kindred lines. 

Sporting Goods Wholesalers. 

: Mail Order Houses handling hardware and housefurnish- 
ings. 

Woodenware and Willow-ware Wholesalers. 

Paint, Oil and Varnish Jobbers. 

Radio and Electrical Goods Jobbers. 

Plumbers and Tinners Supplies Jobbers. 

Membership Lists of Hardware Associations. 

Hardware Age Verified List of Wholesalers and Retailers is indis- 
msable in economic direct-by-mail omotion work and also a 
elpful guide for salesmen’s calls. cvery sales manager should 

have one on his desk, and every salesman could profitably carry 

a copy in his grip. Since the previous issue was published there 

have been more than 10,000 additions and corrections, and 

all appear in the current Eighth Edition. 

Hardware Wholesalers find Verified List of great value in 

“checking” their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 








Success Lies 

Knowing How 
Read" 

HARDWARE AGE 


It Tells You 
the ‘How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 











Make Your Windows Sell Goods 


Store windows can be dressed very attractively 


if the right material is properly used. 


To combine seasonable merchandise with season- 


able display is to insure sales. 


Such “Combinations” that have proved most 
successful are continually being reproduced in 


HARDWARE AGez as being worthy of any live deal- 
er’s consideration. 


Every issue of HARDWARE AGE contains several 


pages of effective window advertising which have 
demonstrated by actual test their pulling power. 


You can apply these suggestions to your business 
with profit. " 


Hardware Age, 239 West 39th St., New York. City 
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They Roll 


Quick Sales—Generous Profits 


Sell these ball-bearing casters. No one wants the old-fashioned, 
out-of-date rigid caster, Dealers everywhere are building up 
a profitable caster business with— 


BALL BEARING CASTERS 


No friction. No wear. No damage to floors. Roll in any 
direction easily and quickly. Let us send a sample and full 
particulars. 


The Schatz Manufacturing Company 
Poughkeepsie, N. Y. 
Agents: J.C. McCarty & Co., 253 Broadway, New York City 























re) eee rT. ee6e 
They ve) They 
Are Ke Gomer Are 
the Best | © the Best 

















Millions 
and Millions 


Of People Are Pushing 


BOMMER SPRING HINGES 


When Opening Doors 


Follow 


the Line of Least Resistance 


Stock and Push Them 


Bommer Spring Hinge Co., Brooklyn, N. Y. 














MEMORY 


How many events can you 
remember that occurred in 


1841? 


How many tools sold in 
your store were known at 
that time? 


In those days Coes 
Wrenches won a national 
reputation—they still 


HOLD it. 
Your Jobber will supply 
you. 





COES WRENCH CO. 
“In Business Since 1841” 
Worcester Mass. 


SELLING AGENTS 

3. ©. BRCARET & COs cs ciciccces 253 Broadway, New York 
JOHN H. GRAHAM & CO...113 Chambers Street, New York 
Also 61 Shoe Lane, London, E. C., England 

i FENWICK FRERES........ 8 Rue de Rocroy, Paris, France 








Doultry Supplies 


Moe’s Oat Sprouter 











Requires no lamp or ar- 
tificial heat. Place it in 
the cellar or any moder- 
ately warm room and it 
will provide an abun- 
dance of green food to 
keep chickens in prime , 
condition. 


Has enameled steel 
frame, and heavy gal- 
vanized interchangeable 


pans. 


Shipped K.D. in a com- 
pact carton, easy to set 
up or take apart. A 
great seller during the 
winter months. 





Moe’s Line is a Big Complete Line of Poultry Equip- 
ment—Everything You Need 


Send for New Catalog—Now Ready 


OEFT & COMPAN 


2305 Davis St. North Chicago, IIl. 
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30% Extra Strength over broached hollow screws 
~—the only other kind made. By a 
process we increase the density of e steel 
around the socket-holes, so that even the smaller 
sizes will stand Pgs the strain the best made 
wrench can appl The Allen process makes 


the bottom. The entire length of the ALL N fe 
utiiusea either for solid metal at the point or a. A socket 
for the wrench. All sizes in stock from any 
length, point or thread. 
Extensions and Socket Wrench Sets 
catalogue and sales proposition 


The ALLEN MFG. CO tisni#8a8 Cost 


Dealers: Write for 


ALLEN Safety Set Screws 


tented 


deep, perfectly- rene socket-holes—no chips in 


Also ee Bg ll Be Cap et Tap 








The Real METAL Solder 


in Paste Form— 
Packed in 


“Results Equal to Wire 


or Bar Solder.” 
The Greatest Soldering Con- 
venience Ever Invented~ 
Every Electrical Connection 
_orIntricate Job Needs ~ 
SOLDERALL. 


* THE SOLDERALL CO.,Newark,N.J. 











This catalog 
brings your store 
to your customer’s bench 


F you haven’t received a copy, 
write for it now. 
See our current advertising in 
Popular Science Monthly, Popular 
Mechanics, Carpenter, American 
Machinist, Machinery, Automobile 
Trade Journal, and Motor Service. 





No finer tools are Meolsmiths, 

made than those 

that bear the 
name of 


Goodell-Pratt 1500 GOOD TOOLS 


GOODELL PRATT 


GOODELL-PRATT CO., GREENFIELD, MASS. 














Style B 


CAROLUS CUTTERS 


The Style B is the regular Bolt Cutter with the added 


End Cut making a 2 in 1 Tool. Carolus also offers Style N, 
Straight and End Cut with Nut Splitter. Steel Plates hold 
Jaws rigid. Made in SIX SIZES and THREE STYLES. 


Buy the Best. These Tools are Time Savers. 
lf your jobber cannot supply you, write us direct for Litera- 
ture and Prices. 


CAROLUS MFG. CO. Sterling, II. 
Sales Representatives—Surpless, Dunn & Co. 


NEW YORK, CHICAGO 








Wir<Dor 
CASEMENT HARDWARE 


For all wood and steel casements 


Geared Operators Direct-Acting Operators 
Combination “ Bolt-Fasts” 
Casement Stays Screen Hardware 


Send for complete data on types, finishes and prices 


The Casement Hardware Co. 
406-A North Wood Street . Chicago 


CASEMENT HARDWARE HEADQUARTERS 

















It pays to feature 


EVEREADY 


COLUMBIA 
Dry Batteries 


- they sell faster 


Manufactured and guaranteed by 

NATIONAL CARBON Company, Inc., New York, San Francisco 
Atlanta Chicago Kansas City 
Canadian National Carbon Co., Limited, Toronto, Ontario 











g | 73 in Solid Brass 


Per Set 
$1 49;, Pattie yailipate | 
Steel 
SOLD ONLY THRU THE HARDWARE TRADE 





MANUFACTURERS ¥¥ HARDWARE © SPECIALTIES 
89 FEDERAL ST., 365 MARKET ST., 
BOSTON, MASS. 








SAN FRANCISCO, CAL. 


Plain or enameled 


STRATTON  ™** i.e 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 














Want a Good Hardware Salesman? 
The quickest way to locate one is through an ad 
in the “Classified Opportunities Section” of this 
paper. 
It’s the place where good hardware salesmen look 
first for real opportunities. 
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ALEK GILLS KY 


RED DEVIL MEANS GLASS INSURANCE 


No CF . th, Bi 
° + all in the wheel siggest 
024 <— of > Gatter 
LANDON P. SMITH, Inc. 
1165 Springfield Avenue, Irvington, N. J. 















KEYSTONE 


Box Kit Socket Wrench 


Meets the demand for a 
moderate. price emergency 
wrench set. 6 sockets and 
handle. Finely finished, 
tapered steel box. Does not 
rattle. 







Keystone Manufacturing Co. 
Buffalo, N. Y. 


Sales Representatives—Surpless, 
Dunn & Co., New York, Chicago 














Handy Bag 


This is a smooth finished 
black harness leather 
bag for rough, hard 
usage. it has a handy 
adjustable shoulder strap. 
well padded, strong han 
dies, and all-around 
straps. Lock _ stitehed 
with linen thread, the 
bag is practically water- 
proof, as the harness 
leather contains oil. 
Sizes 14” to 24” x 7” 
x 8”. Write for a folder 
showing our complete 
line of Tool Bags, Rolls 
and Golf Bags. 





Lenpzion LeaTHER Goons Co., 4327 Chien it 























AND 
WIRE 
PRODUCTS 


“Buffalo” Quality Standard Hardware 
Grade and “Buffalo” Special Hardware 
Grade are backed by 58 years experience 
in wire manufacturing. They give the kind 
of service to your customers that means 
more sales to you. Write for Catalog 8-A-B. 


BUFFALO WIRE WORKS CO., Inc. 


(Formerly Scheeler’s Sons) Est. 1869 


518 Terrace Buffalo, N. Y. 








i. 
—ie 


TRADE-MARK 


SAMSON CORDAGE WORKS 


BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 




















ROOF GUTTER SUPPORTS 


This illustration shows, unassembled, one of the many styles of 
eaves trough hangers made by us which may be adjusted every 







out the United States. 





050i 


Write for catalog No. 

27, whien also fllus 

trates and describer 
conductor hooks and ©)*e@ 
fasteners. 








sezeze 








Free sample = yiadis 
furnished. 


Htnnngnpantnnnt 


L. D. BERGER COMPANY 


$1 N. 2d St., Philadelphia, Pa. 




















Look for its full name 


Russell Jennings 


} 
stamped on the round of our 


Auger Bits 


Matar double twist auger pit, pa ented by 


| |} 


Mr. Russell Jennings in 1855 


Russell Jennings Mfg. Co. 
Chester, Conn. 
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Classified Advertising Rates 
Opportunity Exchange Section 
Set Solid, Minimum of 5 lines..... $3.00 


1 inch 


eeeeeee 





Classified Opportuni 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


eeeeee 


Each additional inch........ 


— REE oy 








Positions Wanted Advertisements 
Pere 50% off rates quoted 


sees 4.00 








Address your advertisements and replies te 
Hardware Age, Classified Oppor- 





Each additional line........... 60 
All Capitals, Minimum of 5 lines.. 4.00 


Each additional line........... £0 
Average 10 words to a line 


Allow One Line for Keyed Address 








Discounts for Classified Advertising 
4 insertions, 10% off; 8 insertions, 15% 


Remittance Must Accompany Order 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not 
be addressed to box numbers. 


tunities, 239 West 39th St., New 
York City 





Hargpware Ace is published each Thureday 
Forms close Nine Days previous to date of 
publication 











BUSINESS OPPORTUNITIES 


HELP WANTED 





ENGLISH MANUFACTURER of improved Patented Belt Fastener 
which can be used with all existing Belt Lacing Tools, is open to ap- 
point buying agents for U.S.A.; superiority of article unassailable. First- 
rate proposition. Only those with thorough selling organization and able 
to conduct large business need apply. Box 22, Osborne-Peacock Co., Ltd., 
11 Piccadilly, Manchester, England. 





IT WILL PAY YOU to investigate; we offer Financial Aid and Free 
Sites to Industries locating in Newton Falls. Three railroads, electric 
freight service, main highways for trucking, the best supply of water in 
Mahoning Valley, right in the heart of the greatest industrial center in the 
world. NEWTON FALLS BOARD OF TRADE, Newton Falls, Ohio. 





WANTED 


An experienced retail hardware store department manager. An 
unusual opportunity for a man 30 to 35 years of age who has had 
successful experience in retail hardware merchandising. Must be 
able to supervise the hardware departments of a number of stores, 
know how to display and sell hardware lines, and have the ability 
to teach others. To the right man the starting salary will be about 
$3500 a year with an opportunity to double his income at an early 
date. Address Box 7241-A, care of Harpware Aas, Chicago. 





= 











Old established hardware store for sale. Invoice around $10,000. In 
town of 2,000, located in good farming community on three railroads in 
Northern {ndiana. An excellent business opportunity. Reason for selling 
senior member of firm died recently. Address G. F. GENGNAGEL & 
SON, Butler Indiana. 





FOR SALE, LARGEST FURNACE AND STOVE BUSINESS IN 
WESTERN NEW YORK. 275 GAS RANGES SOLD IN LAST 12 
MONTHS. BUSINESS CAN BE BOUGHT RIGHT. OWNER LEAV- 
ING CITY. Address Box H-708, care of Harpware Ace, New York. 


HELP WANTED 











Wanted — Experienced Hardware Men 


Men of proven ability—Salesimen, Managers, Quotation Men, Beti- 

mators tock Clerks, Order Clerks, Shipping Olerks, Packers, 

i workers and all office help. 

ABBYE EMPLOYMENT AGENCY, INC, 
Remington Building 





118 W. 42nd Street Bryant 7374-5-6 














FOR A SKATE SALES EXECUTIVE 
READY FOR A REAL FUTURE 


To the man who knows the marketing of ice and roller 
skates and who has a thorough acquaintance with the 
trade there is open an unusual opportunity as sales 
manager for these lines with one of America’s greatest 
manufacturers. 


The product is unsurpassed. It has an established repu- 
tation for quality and service. This challenge is to an 
ambitious sales executive who can develop to the fullest 
degree the sales possibilities of this line of products. 


Only a vigorous man of executive ability with an ex- 
tensive knowledge of the trade and who is personally 
favorably known to the trade, and a salesman with a 
successful selling record can fill our requirements. 


If you are confident you can furnish these you will find 
an opportunity that will measure up fully to the talents 
required. 


All applications will be held in strict confidence. 


Write without delay to Box H-710, care of HARDWARE 
AGE, New York. 














Wanted a Builders’ Hardware man who will take charge of buying and 
selling Builders’ Hardware and its associated lines in a city of 100,000. 
Figure Architects’ plans, read specifications, call on planing mills and 
lumber yards. Also sell this merchandise. Address Box H-706, care of 


Harpware AcE, New York City. 


POSITIONS WANTED 

















HELP SPECIALISTS 
FOR THE HARDWARE INDUSTRY 
MALE AND FEMALE 
EVERY APPLICANT INVESTIGATED AND GUARANTRED 
FOR TEN TIMBS YHE WEEKLY SALARY INVOLVED 
ABBYE EMPLOYMENT AGENCY, INC. 


Remington Buildi 
113 W, 42nd Street - - Bryant 7374-5-6 



























Executive and Buyer with over 15 years’ experience in buying 
hardware for export, seeks a new connection. He has a successful 
background of business experience and is capable of organizing and 
managing a department and intelligently directing the work of others, 
assuming full responsibility. He has purchased all types and varied 
quantities of hardware and has been in charge of a department of 
100 persons in an old and respected house. Compensation should be 
in keeping with the responsibility and the future. Address Box 
H-700, care of Hardware Age, New York. 





be 








HARDWARE SALESMAN experienced in selling 
Well acquainted with the trade throughout 
the Eastern Atlantic States. Missionary experience and qualified to de- 
velop new territory. Not adverse to location or other lines. Age 28, 
married and well educated. A-1 references. Address Box H-709, care of 
Harpware Ace, New York. 


HIGH-GRADE 
quality tools available at once. 





Hardware man thoroughly experienced in general Hardware for the 
past twenty years, competent to take charge of buying, able to manage 
and handle men, 41 years of age, married with family. Can furnish ex- 
cellent references. Student of “Modern Merchandising’ through The 
Alexander Hamilton Institute. Address Box H-707, care of HarpWaAreE 
Ace, New York. 





Experienced salesman, calling on hardware jobbing and retail trade, de- 
sires connection with a reputable firm making a line of locks, tools, cutlery, 
or electrical appliances. Can give references. No objection to being on 
road. Address Box 7243-A, care Harpware Ace, Otis Bldg., Chicago. 
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Classified Opportunities 





SALES ACCOUNTS WANTED 


SALES REPRESENTATIVES WANTED 





MANUFACTURERS’ SELLING AGENTS. Ten salesmen covering 
Western Missouri, Kansas and Oklahoma, calling on Hardware, Furniture 
and Implement Dealers. To complete our lines we need: Oil stoves and 
heaters, lawn mowers, wood cabinet refrigerators. Straight commission. 
Correspondence solicited. Edwin Downs & Co., 1225 West 11th Street, 
Kansas City, Mo., Station ‘‘A’’. 





TO A MANUFACTURER desiring to pass over all the troubles of 
marketing his products. A line of quality used by Electricians and 
Plumbers. Prepared to cover United States and Canada on commission 
basis. Write full particulars and attach printed matter or catalogue. Ad- 
dress Room 528, 522 Fifth Avenue, New York City. 





LINES WANTED FOR NORTHERN NEW JERSEY. Have thorough 
knowledge of Builders’ Hardware business, with following of Architects, 
Builders and Owners. Do my own potas from plans and specifications 
for any type and size buildings. Address Box H-711, care of HarpWarE 
Ace, New York. 





LINES WANTED for New York State. Have thorough knowledge of 
both wholesale and retail Hardware Stores and Department Stores. ave 
called in this trade a number of years. Can furnish the best of references. 
Address Box H-702, care of HArpware Ace, New York. 





DESIRE TO HEAR FROM American Manufacturers and exporti: 
firms wishing representation in South America. Thoroughly experienced. 
Highest references available. Address: Hermanos Garcia Gomez, Este 12, 
No. 63, Caracas, Venezuela. 





Large Cutlery and Hardware company with national sales organization 
and branch offices has room right now for one more attractive line. Address 
Box H-705, care of Harpware Ace, New York. 


SALES REPRESENTATIVES WANTED 


COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of Harpware Ace, New York. 











WE HAVE OPEN TERRITORY for high class sales representatives 
to call on the retail and wholesale hardware and sporting goods trade, 
for the following states: Oregon, Washington, Idaho, Montana, Wyoming, 
Nevada, Utah, Colorado, Arizona, New Mexico, North and South Dakota, 
New York State, Metropolitan New York, Pennsylvania and New a. 
Low priced, well-made combination fishing tackle and home tool case. 
Commission basis, no drawing account. Full protection. Write applica- 
tion, giving age, number years’ experience retail and wholesale hardware, 
retail and wholesale sporting goods. Names of three references. Address 
Box H-712, care of Harpware Ace, New York. 





WANTED—District salesmen for good side line. Responsible manu- 
factirer of flashlight and dry cell radio batteries has attractive side line 
to offer. Good commission to salesmen calling on retail hardware trade. 
Good opportunity for right man. THE COMET COMPANY, 1137 West 
6th St., Cleveland, Ohio. 





WANTED BY LOCK MANUFACTURERS builders hardware sales 
man to cover Pittsburgh, Ohio and West Virginia. Salary and commis- 
sion. Give references and experiences. Address Box H-686, care ef 
Harpware Acz, New York. 





SALESMAN WANTED—Must have builders and hardware experience 
and capable of reading blueprints. Calling on architects, contractors and 
general hardware dealers in Kansas and Missouri. Send references with 
your application. Address Box H-689, care of Harpware Acz, New York. 





MANUFACTURERS representative and Salesmen wanted by one of the 
strongest, most popular priced manufacturers of Towel Bar and Bathroom 
Accessories for United States and Canada. Good Opportunity. Write, 
Sales Manager, Consolidated Manufacturers Corp., 200 Sth Ave., Rm. 
505, New York City. 





WANTED BY LOCK MANUFACTURERS builders hardware sales- 
man to cover architects, dealers and jobbers in Philadelphia, Baltimore 
and Washington. Salary and commission. State qualifications. Address 
Box H-685, care of Harpware Ace, New York. 








| FORSTNER BITS 


THE PROGRESSIVE MFG. CO. 


The Forstner Labor-Saving Auger Bit, unlike other bits, is guided by its Circular Rim instead of its center, consequently it will bore any 
are of a circle and can he guided in any direction regardless of grain or knots, leaving a true polished surface. 
expeditious than chisel, gouge, scroll saw, or lathe tool combined for core 
boxes, fine and delicate patterns, veneers, screen work, scalloping, famcy 

) scroll twist columns, newels, ribbon moulding and mortising, etc. 


» « » TORRINGTON, CONN., U.S. A. 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


It is preferable and more 








ARMSTRONG BROS. Pipe Vises 
Make Fully Satisfied Customers 


Highest quality materials, superior design, 
excellent workmanship. Longest lasting 
vises made. Write for new Catalog. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, U.S. A. 





Brand 


20,000 re- 
them. 


Confidence in fanpion, 


ten Lamps is shown by 
tailers and 56 jobbers who sel! 
Consolidated Electric 
Lamp Co. 
DanVers, Mass. 


“Licensed under the General Electris 
Company’s Incandescest Lamp Patents.” 


* Tungs' 











BVWtC9——— 


Wright’s Jennings Auger & Car Bits 
High Grade 
The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
the tack in position for driv- 


ing. Awarded the Silver Medal oe 
(the 
Goo: 


highest offered) at the Panama-Pacific Exposition. 
d Profit. 
Name and design trade marks 


ARTHUR R. ROBERTSON 


registered U. 8. Pat. O@. 
94 Portland St., Boston, Mass. 











BROWN @ SHARPE | 
smere) a.) 


i 


Best 
fhe. Give ¢ 
if 


)BP 


BROWN & SHARPE MFG. CO. Pr 





screw “TE NOX” orivers 
So oe 


“The Jools in Lhe Plaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS ~ BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 
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THE ADVERTISERS INDEX is published as i and not as a part of the advertising contract. very care will be taken to index correctly. 
No allowances will be made for errors er failure to insert. 

A Blaidell Pencil Co............. — | Craftsman Tool Co............ —| Grand Rapids Hardware Co.... — 
mee Beer 16... sc ccras cies — | Bommer Spring Hinge Co..... C7 | Crossent® Teel G0. 5. 6060558: 75 | Granite State Mowing Machine 
Ajax Electric Specialty Co..... — | Bornside, H. B............4. —|Crosman Arms Co............ _ Co. -sererevcccereccececs a 
Re ICED. gs 6605 cet ow —~ i Bosley Ca, D. Wosi secovdeds — | Cyclone Fence Co............ __| Gray & Dudley Co..........-- és 
Alexander Hamilton Institute... 9 | Boston Varnish Co............ —_ Green-Case, Inc. ...-.++++++- “i 
Allen Manufacturing Co...... 68 | Boston Woven Hose & Rubber D Green Company, Inc., The. — 
Allen Manufacturing Co....... a Bah. SU hae ee whe dey — | Damascus Steel Products Corp. — Greene, Tweed & Co.........- 
PO a a re 19 | Bowen Products Co........... — | Sopiod Tool & re is Greenfield Tap & Die Corp... — 
UES ERs SOs ccc cecscses <7 on Es Ee Be ss sae 68 | TA RROD CMs «5 205 +s “~| Greenlee Bros. & Co........+- - 
Altorfer Bros. Co............ coh een BENG. Ci ccsscenhees _ | Dazey Churn & Mfg. Co....... ~~ Aaa “HR. “Ge, 5S. ike odes 12 
Aluminum Cooking Utensil Co. — | Bridgeport Chain Co.......... — | De Laval Separator Co....... ~~ | Grigsby-Grunow-Hinds Co...... — 
Aluminum Goods Manufactur- Bridgeport Screw Co......... 1g | Deming Co., The.....++++-+. “1 Griswold Mfg. Co........ . _— 

SE re & Sai ees +» | Bright Star Battery Co....... _— Detroit Torch & Mfg. Co..... ma H 
Aluminum Products Co........ >. ee GAG Wa Boisés he ccaawse | Detroit White Lead Works... — Hanover Wire Cloth Co....... as 
Aluminum Wares Association. -— | Brown Fence & Mfg. Co., H.L. — meres © Paynees Co, Ine... Hatt’ ‘Co., Jolt MM... cetees -- 
American Chain Co. ......... —| Brown & Sharpe Mfg. Co..... 71 | Dexter Co. ...--.eeees senses ~~ | Hdler & ar ae ee 14 
American Flyer Mfg. Co...... — | Brush-Nu Co. .......... __ | Diamond Calk & Horseshoe Co. — ‘ . 
¥ PREP RS PPRSRO ERS . LZ Hercules Chemical Co........ -- 
American Fork & Hoe Co..... — | Buffalo Wire Works Co., Inc.. 69 Diamond Saw & Stamping Co. — Hercules Powder Co........-- = 
American Gas Machine Co.... —| Bullock & Isbister ........... _ | Diener Mfg. Co.. Geo. W..... 69 ee a ee be 
Aasetionn ete Co) s46.2 + | Burgess Battery Co........... —_— tees Co., R. be ESS arr eRe ee | Bxtitecioh of Dicsihhy D0» <oncs.n.i 
American National Co. ....... o> Borie Gok Gad.seiccsc. ue — | Display Material Co.......... — er, a a 
American Radiator Co. — | Burnley Battery & Mfg. Co __ | Disston & Sons, Inc., Henry... — ony a Re 67 
American Ring Co........c00. 14 Dixon Crucible Co., Joseph... — 
Hohner. Inc... - Mics. sccdcss “= 
American Saw & Mfg. Co..... 71 Dodge Bros., Inc.......-..--+ = 
American Screw Co. .......0. _ c Graham Bros.—Truck Division Ree: ie Senet eek < . 
American Shearer Mfg. Co.... — Colic Sepsle Koei .c.. cc veccectd — | Domes of Silence Co., Inc..... - Horton —_ Co... ..+0+0+. = 
Americon Shest & Tia Plate Co..-14 | Caldwell. Mig. Co..........--. — | Donley Mfg. Co., The....... — | Howes Co., S. M......-+- “ 
American Steel & Wire Co.... 12 | Carborundum Co. — | Double Action Electric Co..... 14| Hudson Mfg. Co.......... a 
American Stove Coi..«<seose > i Eines Pe Cdsees,06h2a85 6B | Dower (Gig. -OR, . Fite 2. 05055. __| Huenfeld Co, E. H...... 4 
American Tétaghinte & Titegregh Casement Hardware Co....... 68 | Doyle Co., Chas. E..........- —| Hunt & mee. ——— Bae a 
kee roe nee eee ee fe ee ie eee — | Duluth Show Case Co......... —| Hunt, Helm, Ferris & Co.. 
American Wire Fabrics Corp... — Challenge Refrigerator Co..... — | DuPont de Nemours & Co., Hygrade Lamp Co........ ee 
Ames Shovel & Tool Co....... cas | CEN OD. ips 80 hints as -- oe Se ist c I 
Anchor Post Fence Co....... , —| Chamberlain-Haber Chemical Co, — FE Imperial Bit & Snap Co....... J; 
Anti-Borax Compound Co..... — cee & Sons, S....+.++++4- "| Paste Lock ee: pA ans tk: __ | Independent Lock Co.......--- 
co | oe — oan cts as eid bac 5 —~ | Eagle-Picher Lead Co......... __| Indiana Rolling Mill Co. ‘ 
Apex Stamping Co........... _ a ware sage Co.....2. = | ek oe eee __| Indiana Steel & Wire Co...... 
Atonde: Bilt, Cassie's 0c asenisce - 63 Gm esti sia AEDS Re So «2 S” |e cecieee SaMater (Co... ..0.. Ingersoll Watch Co......+.... 0 — 
Armstrong Bros. Tool Co...... 71 ae — Hinge Co...... ad | eT 1g | International Silver Co...... 2 
Armstrong Mfg. Co........... — _— & Lambert Mfg. Co.... — vanes tie Todi: Works.<... << __| Interstate Electric Co......... 
Armstrong Mfg. Co........... —| Clemson Bros., Inc........... aa. oe) | a ee __| Irwin Auger Bit Co.......... 
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Don’t 


Let Your Distributors 


Forget= 


Why should hardware dealers remem- 
ber that you are in business if you 
don’t everlastingly remind them? Why 
should they buy your merchandise—or 
sell it with intelligence, enthusiasm 
and conviction—unless you keep them 
“sold” upon its selling qualities? 


Advertising is an economical means 
by which you can remind retail and 
wholesale hardware dealers that you 
make goods that they can buy and sell 
with profit. Consistent dealer advertis- 
ing pays good dividends. 


Keep hardware dealers constantly re- 
minded of your products and their 
selling points by regular sales mes- 
sages in their “news-business paper” — 


HARDWARE AGE 


239 West 39th Street 
New York 
N. Y. 
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his new Plier is 


— TOUGH, 


The fellows that need a good, husky, heavy duty diagonal cut- 
ting plier will welcome the new 742 seven inch which is now 
ready. This tool has been designed with the thought in mind 
that there is a need for a diagonal that will stand the rough 
stuff. 

























The 742 is right. The handles are made to flare out at the ends 

so that the grip of the hand will give maxi- 
mum leverage. There is enough space 
between them so that the hand can’t 
get pinched. The tool is made wide rather 
than thick so that it has strength without 
clumsiness. 


This tool is fully covered by the Crescent 
guarantee. When we say it’s 
tough, we mean just that. The 
man doesn’t live who can break 
it in his hands, and the cutting 
edges will stand up under the 
hardest kind of service. 
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_ & 
STRENGTH 
where ils 
needed 


Lf 


There is plenty of metal in the 
742 plier to back up the cutting 
edges. The thinnest cross sec- 
tion is at the tip and the thickest 


The 742 is full polished, making it 
an exceptionally good looking tool 
as well as a very serviceable one. 
It is made in the seven inch size 

only and is packed in indi- 
* vidual cartons. 







Crescent Tool Company 
204 Harrison St. 
Jamestown, N. Y. 


c 


Cutting edges are keen and 


straight, and hardened to just and Smith & Hemenway 


the right point. They will not 
chip. Neither will they curl TO 

over. 

The lap joint is smooth and O LS 
extra wide, giving plenty of 
bearing surface to back up the 
rivet. No danger of the rivet 


pulling out or loosening in this 
plier. 





is up next to the joint, so there 
are no weak points upon which 
the strain can concentrate. 

















rr 





HARDWARE AGE for OCTOBER 20, 1927 











ee Bu. 


(Ore rie nee (Prt rg tee QP A 7774" aan Fe cg (Pre ewe oeiee 77778 rte ieee MEP EARL 
POT DO PO OT DAA Vir IPF aed Vir FPF ah \ Pe FPF dV are PT aN ee PPT Pca Ty 


R4223 

- Carpen- 

ters Knife. 

Large heavy 

spear blade, 
sheep-foot blade 

for — — 
coping, ade 
Stag han 7" Nickel 
Silver bolsters and 
shield. Brass lining. 
Length, closed3 % inches. 


REMINGTON PRODUCTS FOR @ 
CHRISTMAS GIFTS er... 


Remington “Offi- 
cial Knife— Boy 
Scoutsof America” 


NTOthousandsof homes throughout the country, Remington 

products will bring Christmas good cheer and good wishes. 

* Stock up now to be sure you get your share of this business. 

Remington national advertising and reputation for high quality 

will help your sales, if you display Remington products as 
Christmas gift suggestions. 


In your stock you need such items as the Remington Outdoor 
Knives, Remington Sheath Knives, the Remington “Official Length, 


closed, 25 g 


Knife—Boy Scouts of America,” Remington Pocket Knives, inches. 
Remington rifles, shotguns and ammunition. Remember, too, 
that ONLY Remington makes KLEANBORE, the Miracle Car- 
tridge that prevents rust in .22 rifle and pistol barrels. 
Remington 


Let your jobber know your needs. Outdoor 


Knives with 
Sheaths (No.RH 


REMINGTON ARMS COMPANY, Inc. Ba a ae 
Established 1816 ceed balanced. Va- 

Dept. (1020-HA), 25 Broadway New York City ) Bladesateextra heavy 
/ ’ gauge with knurled backs; 


correctly shaped for practi- 
cal service incamp. Full-length 


od hie , handles fit the hand and assure 

" afirm grip. Sheathsofextra heavy 

leather, stitched and riveted, with 

einniae ht lock-tite clasps. No. RH 134 has 5- 


inch Stainless Steel blade, blood rust- 
less, and sellsat aslightly higher price. 











RIFLES AMMUNITION SHOTGUNS GAME LOADS CUTLERY CASH REGISTERS SERVICE MACHINES 








